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Special Report 



WD Caviar Enhanced IDE Drives 


The best quality and reliability in the industry - available from Supercom 



Why you should he buying 
WD from Supercom 


innovative leader In the hard drive field that 
iptional performance, quality, and unsurpassed 


Western I 
provides 

reliability in its WD Caviar hard drives. The WD Caviar 3.5-inch 
hard drives provide the performance, quality, and reliability 
required by today’s high-performance Pentium, Pentium 
Pro and Power PC computers. These drives offer a full 
complement of features in a wide range of drive 
capacities, up to 4.0 CB, making the WD Caviar 
series powerful drive solutions for any need. 

CacheFlow4, CacheFlowS, Reed Solomon 17-bit 
on-the-fly ECC, advanced defect management, 
guaranteed compatibility, universal 
translation, increased reliability, and 
advanced power management are but 
a few of the features that underscore 
the exceptional design of WO Caviar 
hard drives. The Enhanced IDE features 
on all Caviar drives support local bus 
IDE applications for the fastest host 
transfers. When integrated into PCI local 
bus environments, the performance levels of these 
drives are even higher. 

Advanced design, extensive testing, and state-of-the-art 
manufacturing yield highly reliable hard drive products. This award 
winning combination and our commitment to quality allowed 
Western Digital to offer the industry's first three-year warranty on its 
WD Caviar EIDE hard drives. The WD Caviar hard drives are fully 
certified to run Novell, Microsoft VWndows 95, and Microsoft 
Windows NT 4.0 applications. 

The entire family of Western Digital IDE and Enterprise SCSI hard 
drives are available from Supercom, your source for quality computer 
systems, peripherals and components. Supercom's commitment to 
excellence delivers the products, pricing, service and support you 
need to help you keep your competitive edge. 





Western 

Digital 


Supercom 

B Super Qua//ry Computer Pmduct Distributor 


Vancouver 

Toronto 

Montreal 

Nationwide 


Tel: (604) 276-2677 
Tel: (905) 415-1166 
Tel: (514) 335-1166 

Toll-Free Inquiries 


Fax; (604) 276-0807 
Fax: (905) 415-1177 
Fax: (514) 335-9326 

1-800-949-4567 



EMPAC is a proud 
sponsor of the 
COMDEX Channel 
Marketing Forum. 

HCOAOEX 

Canada '97 


with the new Champion series hard drives, 


Champion series 

C2000-2AF 2.0 GB 
C2SOO-3AF 2.5 GB 
C3000-3AF 3.0 GB 

• High performance and capacity 

• Up to 256 KB cache buffer 

• 5400 RPM 

• <i2 ms access time 

• Enhanced IDE Fast ATA-3 interface 

• 16.6 MB/sec transfer rates 

• 3-year warranty 

• Designed for Windows 95 

• Encapsulated PCBA for Superior 
quality and reliability 

• Rugged and reliable-SOO.OOO hour MTBF 




JTS 

Dnvtng The Future' 

The JTS 3.5-inch Cham- 
pion .series hard disk drives pro- 
vide mainstream storage for en- 
try-level to performance desktop 
computers. These rugged and re- 
liable drives satisfy a broad spec- 
trum of demanding data storage 
applications. 


Visit EMPAC on the web 
@ www.empoc.co for: 

• Product informotion 

• Price Guide 

• FTP file download service 

• Link to manufacturers 




At EMPAC we do considerobly 
more to ensure thot you goin o decisive 
edge over your competition. EMPAC offers 
you superior ronge of technologically 
odvonced hardware products, from entry 
level to the most odvonced systems, moni- 
tors CD-ROM/Hord disk drives ond main 
boords. 

EMPAC is truly unique because we 
toke the time to provide exceptionol 
personalized sales and customer support, 
very competitive pricing, unbellevoble 
speciois (faxed weekly), custom ond 
preconfigured systems and a variety of 
hardware products. It all adds up to a total 
solution thot works to your odvontage. 

1 -800-TO-EMPAC 


m/mac 


Toronto 

160 Konrad CreBcenI 
Markham, Ontario 
L3R9Td 

Tel: (905) 940-3600 
Fax: (905) 940-3604 


Montreal 
3305 rue Qrimth 

St. Laurent, Quebec 

Tel: (514) 345-9000 
Fax: (514) 345-6551 


106 - 4611 Viking Way 
Richmond. B.C. 

V6V 2K9 

Tel: (604) 321-0177 
Fax; (604) 821-0277 
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Make a Premium Choice! 



Choose premium quality from Comtronic that features components 
from the leading names in the business Acer, Intel and Western Digital. 

At Comtronic, \vc strive on becoming your one stop solution center with prices that will 
leave you with plenty ot margin. This is our way of helping your company build a successful 
business. We often brand names of known origin, reliability and compatibility. All systems 
comes with Comtronic Rill warranty and support. So, make Comtronic your premium choice! 


Cali 1-800-297-5505 Today For An Authorized Comtronic Distributor Near You! 


:^Comtranic 




905-479-8336 

Hamilton 

905-574-3744 


Vancouver 

604-Z73-7Z80 

Montreal 

5I4-731-IZ23 


5i9-679-292Z 


Kingston 

613-634-1880 


Acbr in 

Acer Components 




EDITOR'S DESK 


The Wisdom Of Golf? 


E "Don't worry about try- 
ing to hit the ball — it's 
ju!>I sumclhing that gets 
carried along in the 
proees!) of your swing." 
Thai's what my 
golf instructor has just told me, after my 
second lesson at that peculiar sport. When I 
totally miss the tiny white sphere, it's; "Oh 
no. that's okay — it's your posture and 
your swing that arc mo.st iiiiportam." And 
when the evil little orb gives a pitiful little 
bounce and comes to rest a few feel in from 
of me. he cheerfully points out: "But look; 
it's straight in the direction of your target!" 

On the ISO 9(KX1 of golf — get the 
proper procedures and infrastructure in 
place, and you'll pave the way for the ball 
to sail over the green and drop neatly in the 
hole. (Okay. I'm gullible!) But still, con- 
sider Microsoft Corp. A common, albeit 
caustic view of that software giant holds 
that the company doesn't reign over the 
industry on the merits of superior technol- 
ogy; rather, Microsoft triumphs by it.s pow- 
erful marketing machine. But I would sug- 
gest Microsoft's ability to offer solutions, 
true end-to-end olTcrings to customers is 
paramount to that company's succo.ss story. 
While people may chuckle about such 
spawn as "Bob;" very few would argue that 
kudos must go to the inventor of the 
“Oince" concept. This saw Micro.soIVs 
various strengths bundled into one integrat- 
ed (at least they're rinully getting there) 
solution and contributed greatly towards 
the dislodging of WordPerfect from an 
established position a.s word processing 
market leader. It's Ihiil old "parts arc 
greater than the whole" adage — alive and 
kicking. 

Consider the vendors with whom you 
like to deal. Their product ofl'erings may be 
your paramount concern, hut don't such 
factors us their services, support and ease 
of doing business also rank high on your 
checklist'.' (Speaking of services, see 
"Ciii'iUilizinn On Cu-iip." page 50. by 
David Rosen, for an examinaiion of ven- 
dors' diffcrcn( co-op advertising and mar- 
keting cfl'oils. ) 

Of course, we wish that products were 
all UK) per cent innovative and technically 
(lawless. However, if your partner treats 
you well and fairly, goes out of the way to 
meet your needs and those of your cus- 
tomers. you'll have some patience for a 
rare problem with a product or service. 


Thal'.s particularly true if your vendor or 
distributor partner takes responsibility, 
quickly fixes the problem and goes above 
and beyond the expected in the process, 

Intel Corp. found itself in the midst of 
a media fiasco when it tried to pooh-pooh 
expressed enneerns about the accuracy of 
the original Pentium chip. Indeed, Intel got 
off a lot lighter by better handling the dis- 
covery uf the most recent Pentium 
Pro/Peniium II bug through publicly own- 
ing up to the "errata" and quickly working 
on ways (o fix the problem. (For the la(est 
on Inlel and the microprocessor market, 
check out Jeff Evan’s “The King is dead, 
long live the King!" on page 22.) 

Your own customers may not expect 
absolute perfection; but they do want hon- 
est, eager service and need to feel that you 
truly value their business. And while a 
complaini can be a blow to even the sturdi- 
est of egos — in this industry, a complaint 
can be very valuable! Indeed, studies show 
that if a customer complaini is resolved to 
satisfaction; that customer will have 
greater loyalty to the store than if there had 
never been a problem in the first place! 

How wonderful! If you build an infra- 
structure that is supportive of your cus- 
tomers. and you are eager to provide the 
solutions they need; then when mistakes do 
happen, you can actually capitalize off of 

And your staff ought to be your most 
valuable resource. They are the interface to 
your customers; and if you've got techni- 
cally apt, pleasant user-friendly interfaces 
— you'd heller keep and develop them! 
Douglas Gray addresses the tricky issue of 
optimizing your staff in "Motivating Your 
Employees For Increased Satisfaction And 
Pntjli." page 53. 

Of course, your product line is crucial. 
Cheek our Luh Test on mid-range Pentium 
systems (page 24) and our special report on 
flat-screen displays (page 40). We also 
examine (he growing maritels of inlraneis 
(page 46) and wirele.ss technologies (page 
42). Afier all. if the golf ball really didn’t 
matter; why does my instructor keep 
reminding me to keep my eyes on if’ 

Enjoy your .summer, and drop us a line 
with your comments or concerns on the 
industry and this magazine. We're also 
accepting golf tips... 0* 

Grace Cassebnun 
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Believe in the Opportunity 

Canada represents a huge opportunity for wireless 
messaging. Market penetration is only 4 percent compared 
to 16 percent in the U.S. and more than 20 percent in the 
Pacific Rim. As a PageMart Dealer, you will capitalize on this 
amazing opportunity and realize new profit potential! 


Believe In theJUitlmate Competitive Advantage 

PageMart's revolutionary network design and Innovative 
approach to distribution provide an unparalleled 
opportunity for you to participate In the Vl^reless Explosion. 
Our Dealer support team will ensure you get up and rolling 
quickly, and will provide on-going support as your paging 
business grows. 


Believe in Technological Superiority 

From our FLEX™ satellite-based transmission network to our 
single frequency International coverage and our unique 
internet gateways, PageMart is on the cutting edge of 
wireless technology. That means greater flexibility and a 
superior product to complete your technology offering. 


Believe In Flexibility 

PageMart's flexible Dealer Program makes it easy for you to 
sell paging products and services. We have three separate 
options - the Agent, Retail or Reseller program. One will be 
right for your business. |oin the PageMart team now... and 
watch your profits grow. 


Pa|EeI\laii*s innovative dealerships >vill ^ve yonr business 
extra pr«>fit. a eoniplete product portfolio and a 
ineaiiin^ful coiiip«'titive advaiitag^. 
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LETTERS TO THE EDITOR 


Cannot attend Comdex 

I was appalled when I first received mv free guest 
pass to Comdex and read the age limit I'm our- 
rently 17 years old and have been runrning a suc- 
cessful computer reselling business for over two 
years. I must keep current with all the developing 
trends and technologies in the computer industry 
and must maintain a reputable network of suppli- 

Now that I cannot attend Comdex, I will have to 
face the reality that I will lose some of my ability to 
compete in this already cut-throat market due to 
the promotions missed and lack of contacts made. 
Since I am the owner, I make all the purchasing 
decisions for the company. This is SSO.OOO to 
$80,000 which the exhibitors are losing out on 
because I'm not 'qualified to make a buying deci- 
sion.' It's their loss, as well as mine as I will not be 
able to benefit from their expertise and products. 

77m RenczBS 
Owner 

Chipware Computer Supply 
Ottawa 

rencies@lisgar.eiiu.or}.i:a 
Ws welcome your letters on indusoy issues and concerns, es well as yeiir 
commeeBonooimagaane. 

We lesente Itie ligttto ednot yom cootnliiitioiislDr length and cleiity. 
Please wile to The Edin, iha E-tnail at ccwStcp.ca, or fa: (GM| EOS-Zdih. 


Comdex age restriction is shocking 

As a young entrepreneur, only 20 years of age, I am shocked and appalled at the decision of Comdex to 
restrict entrance to the event based on age. 

Since the age of 17, 1 have run my own computer, Internet providing and training business from a retail 
store location in Orangeville, OnL t have attended seminars, conferences and trade shows all over the 
world, and yet, I have never once been told that I am too young to participate. Last fall, for example, I flew 
to Las Vegas to attend the largest Comdex event in the world. While there. I had the opportunity to collect 
information and meet many influential business contacts. Had age restrictions prevented me from attend- 
ing the event, I most cartainly would have missed out on an exciting world of possibilities. 

In ell, I know as a young entreprenuer and business man, that youth represent an integral part of the 
computer industry. 

Tyler Patton 
President 

Unique Computer S Communicetion Solutions Inc. 

Orsngevif/e, Ont 
tjpatton&auracom.com 


Comdex must maintain business atmosphere 

We asked our exhibitors last year what they felt would help qualify the audience and their response was 
'no kids." We understand that there are those people who feel they are decision makers for companias 
and they are under the age of 21. These folks will maintain a business appearance and act appropriately to 
maintain the quality of the audience. At some events, kids come to get the "free stuff" and are not the type 
of attendee our exhibitors are looking for. 

I believe that this policy will not only help qualify our attandees to our exhibitors but also maintain a busi- 
ness atmosphere that the Comdex "brand" is known for. CM 


Bob Berkowitz 
Spokesperson 
SottBank Comdex 


orpartner? Write to CCWBullelio Board, alccwSli!p.ca,erlax:lit3l2S2: 


Notebooks 

Experience the Advantage 


Model 5800 Performer Plus 
Wlucr of Edlleti Choice A*ird (or 
“Bol Over AO Nolebook" 
Complele wi(h a 11.1- SVGA LCD, upio 
PcBliani 200 Mbs MMX Perfonnuce, 

Bulll-io I IX CD ROM Drive. Removable 
Hard Drive, floppy Drive aod Bailory all 
SimHUmtously iKicsnud iilo as 
ersooomlc caae, and with MPEG full acreeo 
motion video t T.V. ontpol, the Aegel 5800 
Performer Pha li simply; Ejireme Power/ 




Model 6600 PowerNote 

- 13,3" TFT Acllvo Matrii XGA LCD 
• Pesrium 233 Mbs MTdX Snppon. 

1 28 MB EDO RAM, with 4 MB BOO Video RAM 

- S-Video T.V, Out wilb MPEG asd Zoomed Video 

- All-in-ooe imomal Floppy and 16X CD ROM Drives 

- Optiooa for 2nd HDD (aupporls uplo 10 OBJ, 

- Id-bil Pull DuplexSonod Chip wilb 3D Ssconsd Send 


CALL US FOR MORF. INFOKMA'I'ION un Ike NUebouk 
Ihnl TCP/CCW Test Ub says “MANAGED TO SCORE 
2nd HHJHEST ON OUR BENCHMARK" CCW June '97 


rs Assembled by: Canadian Advanced Industries Ltd. 

last. Suite 23. Mis.sissuuga ON. Tel; (905) 501-8375 Toll Free: (888) 32ANCEL (322-6435) Fax:(905)501-8376 
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Visa, Mastercard publish 
EFT protocol standard 

(NB) — Masterciird International and Visa 
Inicmulionul announced the pubiicaiion of 
SET I.O, an open industry protocol that 
details how payment card transactions on the 
Iniemet and other open networks will he 
secured using encryption technology and 
digital identification. 

Both MasterCard and Visa have a big 
•Stake in the future of electronic fund trans- 
fers. MasterCard International has 400 mil- 
lion credit and debit cards accepted at more 
than 14 million merchant, cash and ATM 
locations worldwide; Visa's 561 million 
cards are accepted at more than 13 million 
locations worldwide, while its Global ATM 
Network consists of more than 316.000 
ATMs in 109 countries. 

The newly published SET 1.0 specifica- 
tion, which is available at htip;//www. 
masiercard.com and http://www.visa.com on 
the World Wide Web. includes business 
requirements, technical specifications and a 
programmer's guide. 

Stephen M. Herz, Visa's senior vice- 
president of Internet commerce, said: 
"SET will enable our members to extend 
their relationship.s with consumers and 
merchants into the virtual world with the 
same trust and confidence that those 
groups have today in the physical world." 


Cross Pen enters electronic 
writing market-place 

The A.T. Cross Company, long known Air its 
high quality, traditional writing uxils. entered 
the digital age on June 2 ai the Spring Comdex 
in AilunUi, w-ith the iniroduciion of a range of 
electronic writing products. Cross rolled out 
its new iPen, a line of 'natural' computer writ- 
ing tools aimed at Increasing prodiiclivity in 
"fax, word processing, graphics, and other 
'electronic paper' applicaiion.s, according to 
the company. 

The iPen consi.sts of a pen and tablet, 
which can be installed for use on any Windows 
PC with a nine-pin COM port. It can perform 
all the functions of a mouse, in addition to 
handwriting, tracing or sketching input. The 
pen and tablet 

a unique, 
patented 'pen 

feature that 
makes learn- 
ing to use the 
iPen quicker 

enj oyable. 
Tlic iPen has 
a suggested 

about S199. and will ship in quantity in 
October. The iPen will he available with a 
handled version of Symantec WinFax PRO 
for about $275. and with the Cross Hand- 
writing recognition Software Suite for 
about S325. 

F'or more information. contact 
http://www.cross-pcg-com or (401 ) ,333-1200. 
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The answer is simple. 


NDUSTRY FLASH 



Please call Elea Systems at 

Toronto (905) 470-73D1 Ottawa (613) 746-6227 
Vancouver (604) 303-0206 Montreal (514) 333-6536 


Compaq rolls out hefty workstation offerings 

Looking to take on those markets traditionally dominated by Unix workstations, 
Compaq Computer Corp. has launched its Compaq Professional Woricstation 
6000 and Professional Workstation 8000. running Windows NT on Pentium II 



and Pentium Pro processors. 

Indeed, the Workstation 
8000 supports up to four 
200MHz Pentium Pro proces- 
sors with 512KB cache, and up 
to 3QB of memory. 

"The workstation sell is 
really a solution sell," said 
Karen Finley, product manager, 
workstations, for Compaq 
Canada Inc. She said the work- 
stations differ from Compaq's 
highest-end PCs, in that; “the architecture is different. They're built from the 
ground up with NT in mind, to optimize their performance for NT.” 

Albert Daousl, analyst for market research firm Evans Research Corp.. 
pointed out that Compaq has already established mindshare for multiprocessing 
systems. He said Compaq sells 90 per cent of the Iniel-based quad-processor 
servers sold in Canada. "Compaq is significantly ahead of the market with its 
quad products.” But he pointed out Compaq will be competing only with the 
low-end of the Unix workstadon market. 

The Compaq Professional Workstation 6000 starts at a list price of $7,935 
for models with a 266MHz Pentium II, 64MB of RAM and a 4.3CB hard drive. 
The 8000 will be available, early in the third quarter, starling at a list price of 
$17,250 for models with two 200MHz Pentium Pro processors. 128MB of 
memory and a 4.3GB hard drive. 


Rainbow Technology aims 

Software piracy is estimated at over 
$11.2 billion worldwide, a mailer of 
increasing concern not only to soft- 
ware developers, but to governments 
and end-users. 

The increasing delerminalion to 
combat software piracy has created a 
lucrative market for Rainbow 
Technology's anti-piracy products, 
which are used by software develop- 
ers and users worldwide. 

On June 2, Rainbow Technologies 
showcased its new Sendnel Wizard, a 


to sink pirate problem 

SEnjinEL™*”'" 

GUI implementation tool intended lo 
work with the SentinelSuperPro soft- 
ware protection key. The Sentinel 
Wizard is a piece of software that 
allows programmers to implement anti- 
piracy features in their programs with a 
minimum of difficulty. 

For more information, contact 
htip:// www.rainbow.com or cal! 
1-800-852-8569. 


Oracle, Informix settle lawsuit about trade secrets 

(NB) — Informix Software Inc. and Oracle Corp. have announced the dismissal 
of a lawsuit brought against Oracle and 13 engineers who had resigned from 
Informix in January to join Oracle. 

Allegations were the 13 had taken trade secrets with them when they went 
to Oracle, putting Informix at a competitive disadvantage. The companies com- 
pete in the database market. 

According lo a joint press relea.se the companies slated that “Through dis- 
covery Informix has learned that Oracle and the engineers have not misappro- 
priated or disclosed any confidenlial Informix information and that Informix’s 
trade secrets are adequately protected. Informix regrets any statements or alle- 
gations that the engineers misappropriated any trade secrets or disclosed them 
to Oracle. No monies changed hands.” 

Informix and Oracle slated neither would have further comment regarding 
dismissal of the lawsuit. 
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Digital will use AMD chips, not Intel, in Venturis PCs 9DSBQS1 

[NB) — Digital Equipment Corp. plans to add Advanced Micro Devices' low-priced K6 MMX 
enhanced processor to its Venturis FX-2 desktop computer line — and not processors from Intel. 

The K6-based systems join Digital's full line of Venturis FX-2 computers that already use 
Intel’s Pentium and Pentium with MMX proces.sors. 

According to Patti Foye, vice-president and general manager, commercial desktop busi- 
ness segment in Digital’s PC Business Unit, today's announcement offers PC users "a broad 
choice of processor performance levels at aggressive price points.” The AMD K6-ba.sed sys- 
tems are priced 14 per cent less than a similarly performing Venturis FX-2 Intel-based system, 
Foye said, "using the Winstone 97 benchmark as reference.” 


On-line software library allows shoppers to try before they buy 

There’s too much software in the world. In North America, there are more than 50,000 software 
companies and 250,000 software titles in existence- Literally thousands of new titles are added 
every month to further expand an already impossibly large market. This creates a very difficult 
situation for both consumers and publishers of software. 

Consumers would like find out about what software is out there, and to uy out software before 
buying it, but few retail outlets can offer the capability to run software on a computer in the store. 

Publishers would like to get their products in front of the widest possible range of cus- 
tomers. but few retail outlets can stock or promote the thousands of different titles available for 
any particular computer platform, instead concentrating by necessity on a slim selection of a 
few dozen or at most a few hundred likely sellers, 

DeirioNet offers five ways for users to search for software: by a Tbp 15 Categories, Top 
50 Categories. Full Index of Titles. Search Engine and Product Code. The success of the 
DemoNet venture would seem to depend on whether publishers will see the advantages of the 
service, and software users will utilize the site to a sufficient degree to make it a viable mar- 
keting and sales medium. Contact http://www.demonet.com or call (562) 308-1000. 


CompuServe looking to resume 
growth In the age of the Web 

CompuServe has announced an aggressive 
marketing campaign intended to expand 
CompuServe’s .subscriber base among high- 
end. .sophisticated computer users. According 
to Scott Kauffman. CompuServe’s vice-presi- 
dent, “CSi attracts demanding consumers 
whose work and lifestyle need.s are not met by 
moss consumer .services, including a high pro- 
portion of business, professional and technical 

To back up iheirclaims of preferred, reli- 
able subscriber access to the wired world, 
CompuServe activated its new slate of the art 
data center. A complete transition of 
CompuServe-io-Web technology (Web 
browser and HTML-based) is expected to be 
completed by the end of the year. A mix of 
33.6 Kbps. ISDN and 1-800 lines have been 
deployed to make user access easier and 
faster. The current innovations, CompuServe 
claims, will result in increases in speed of 
connecting to the Internet and posting or 
retrieving information ranging from 50 per 
cent to 10 times faster. 

Contact http://www.compuserve.com- 



High Quality Cases for AT, ATX, form factor 


DistriDuted by: 

^ FASTECH COMPUTER LTD. 


Head Office 

Tal: (604)279-9666 

FAX (604)279-9787 

emoll: tosfech®compucon.com 


Alberto Office 

Tel: (403)291-3351 

FAX 1403)291-3519 

email; fa5tech_oD®corr¥'ucon.cc»ri 


Pentium® Based Mainboard 

>PR5R2 dSOVX Chipset 

Pentium® Based CPU jumperless Mainboard 

> SM6 430VX Chipset 
) fT5H 430I-IX Chipset 

> PX5 430TX Chipset 

> AK.5 430TX Chipset ATX tom facto 


Leadtek 

WinFast 3D S600 
) Realistic 2D/3DGraphics Accelerator 
WinFast 3D L2200 

> Powered by 3DLabs Permedio 8i Glint Deltd 

> 4MBSGRAM(Max. 8M0] 

WinFast 3D L2500 

> Powered by SDLobs Glint 500TX -i- Glint Delta 

> 8MB frame buffer 8i 8MB EDO local buffer on board 



■M.’il-JlFltli 


Wak 

GUKT 
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CANADA WATCH 


Canadian flams 


Canadian PC server market 
had a good year, says IDC 

INB) — The PC server market continued to 
grow in 1 996. according to International Data 
Corp. (Canada) Ltd. The reasons included a 
proliferation of local-area networks, sophisti- 
cated applications, Internet and intranet activ- 
ity, and the adoption of such new technolo- 
gies as the Pentium Pro processor and 
Windows NT Server. IDC said 36.000 PC 
servers were shipping in Canada in 1996, up 
24. 1 per cent from the previous year. Revenue 
grew 22.1 per cent to $262 million. IDC 
added, Compaq remain market leader. 



Matrox, ATI battle for PC graphics markets with new cards 


At Comdex/Ailanta. the two Canadian titans 
of the graphics card industry cla.shed with 
innovative, affordable new PC graphics 

ATI announced the new XPERT@Work 
and XPERT@Play cards, the former aimed at 
corporate and SOHO users, the 
latter at the gaming and enter- 
tainment PC user. Both cards 
offer leading edge 2D and 3D 
performance, and high quality 
digital video and DVD support. 

The XPERT@Play incorporates 
a TV-out feature that allows PC 
games to be viewed on a televi- 
sion set as well as a computer 
monitor. The DVD support of 
the two new cards is quite 
sophisticated, with motion 
compensation to give a jitter- 
free, smooth playback of 
DVD/MPEG-2 movies. The 
ATI lmpacTV2 gives output to 
NTSC or PAL televisions which ATI claims 
produces “the best flicker-free graphics for 
big screen and wide screen TVs.” ATI also 



showed its “All In Wonder" card, which 
includes digital video capture, editing and 
output options. 

Mauxjx rolled out the Mystique 220 and 
Matrox 220 Business graphics accelerators. 
The Mystique 220 is designed for SOHO and 
entertainment PC users, and 
comes bundled with con- 
sumer games titles. MPEG 
ll llr playback software and opti- 
lllll* mized drivers. The Matrox 
lMS/2 Mystique 222 Business bun- 
dle includes graphics appli- 
cations software, including 
Micrografx Simply 3D2 and 
Picture Publisher?. Both new 
ll^ bundles can be further 
ll Hr ^PSruded with the Matrox 
ll JIL Rainbow Runner video add- 
ons. which enable video edit- 
ing. video conferencing, 
frame grabbing, hardware 
MPEG playback, and output 
to TV from your PC. 

See http://www.atiiech.com. or visit 
http:// www.matrox.com. 


TQMKEN MICROCOMPUTER SYSTEMS INC. 


COMPUTER PRODUCTS DISTRIBUTOR 
UNIT #9-11, 991 MATHESON BLVD., EAST 
MISSISSAUGA, ONTARIO UW 2V3 


TEL: (905) 625-9889 
(905) 625-3302 
FAX: (905) 625-7280 



- We customize 
^ easy-assembly cases 
for your OEM needs 


A professional computer parts distributor for 
resellers and dealers offers your best choice 
without hassles 


For more informatian just pick up the phone and 
call Tomken Microcomputer System distributor 
(resellers & Dealers only). 


Everything you want, everything you need. We have it! 
Cases & Power Supplies CPU & Memories 
Cables & Accessories Monitors & Printers 

Keyboards & Mouses FDD, HDD, CD-ROM & Tapes 

Mainboard & Controller CPU Coolers & Joysticks 
Speakers & Sound Cards Faxmodem & Network Cards 


MtJLfiUFTs 

WvSOM- 

COMMW 

MEC 


re the prooertY ol thw owners. Products may ditlef trom lUusiratlon 


GoldStar 

CREATIVE 

MITSUMI 

iniiifaiitics’ 
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YOUR CANADIAN 
DISTRIBUTOR FOR 
TEKRAM TECHNOLOGY 


LINKUP 

TECHNOLOGY 

TekrAm 

DAntiiim TT© 150-366 MHz CPU-R eady 
rCnHUlTI 11 ATX Mainboard P6F40K'A5 


Pentium"7MMX'“ Mainboards 

• P5V30-B4 - VX 256K 5VR 

• P5V30-B42 - VX 512K (75MHz Bus for Cyrix 
P200+) AMD K6 

• P5H30-A4 - Intel MARL HX 256K 

• P5H30-A42 - Intel MARL2 HX 512K 

• P5H30-WS - HX 512K Adaptec' UW-SCSI 

• P5T30-A4 ■ TX 512K DIMM 

• P5T30-WS - TX S12K DIMM Adaptec ' UW- 
SCSI 

Pentium Pro'^/Pentium 11’^' Mainboards 

• P6F40-B5 • FX Pentium Pro® 

• P6F40-A4 • Intel VENUS FX Pentium Pro® 

• P6F40K-B5 - FX Penbum H® 

Check our web site for mainboard 
specifications and other quality products! 





180 - 


mus 




13.3" Display • 200MH2 Pentium® MMX"* 
Memory expandable to 144M8 • 3 Modular Bays 
Wavetable Stereo Audio • 3D Surround Sound 
lOX CD-ROM Drive 


www.linkup.on.ca 

Motherboards • SCSI Conboilers 
Cadiing/Non-Cachif)g EIDE Controllers 
IrDA Networking • Videoconferencing Kits 
VIdeo-TV-Capture Cards • Monitors 
Laptops • Fax-Modem-Voice 


TekrAm 

How-R-U Videoconferencing Kit 

• Support LAN, POTS, Internet, 

Intranet, ISDN 

• H.324 compliant - working 
smoothly with other 
videoconferencing systems 

• True color camera & bullt-ln 
microphone with close-up 
viewing capability 

• Capture rate up to 30 
frame/sec for 320x240 


TekrAm 

Ultra-Wide SCSI Card 

SCSI-3 (16-bit) 

PCI Host Kit DC-390F 

! 




CANADIAN HEADQUARTER 
Linkup Technology, Inc. 
722 Gordon Baker Ri»d 
North York, Ontario M2H 384 

• Voice; 416-499-4707 

• Toll-Free: 1-888-218-4968 

• Fax; 416-499-6103 

• E-mail: sales(g)llnkup.on.ca 

• Web; www.linkup.on.ca 


WESTERN CANADA 
PC Land 

120 - 3757 Jacombs Rd 
Richmond, B.C. 

■ Voice: 604-214-3689 

■ Fax; 604-214-3686 


EASTERN CANADA 
Lexton, Ltd. 

765, rue Jarry ouest, suite 201 
Montreal, Quebec H3N 1G7 

• Voice; 514-271-4150 

• Toll-Free; 1-888-453-9866 

• Fax; 514-271-0755 


HCOMDEX 

■ Canodo W 



CANADA WATCH 


Corel Office for Java popular on the Internet, says company 


Corel Corp. has announced Ihai tens of thou- 
sands of users have downloaded the beta ver- 
sion of Corel Office For Java since April 2, 
when the official beta version was made 
available for free download from the Corel 
Web site (hllp://www.corel.ca)- The Java 
suite has generated great excitement in ihe 
computer market, as it promises 
to be the most comprehensive 
business productivity software 
title yel being developed using 
the Java programming language. 

The suite includes Corel 
WordPerfect for Java, Corel 
Quattro Pro for Java, Corel 
Presentations for Java, 

InfoCenlral for Java, and 
CorelCharl for Java. As a com- 
plete integrated suite. Ihe Corel 
Office for Java goes far beyond most of the 
other Java software 'applets' shown until 

According to Corel CEO. Michael 
Cowpland. “Corel Office for Java demon- 
strates the power and flexibility of the Java 
programming environment.” 



The commercial release of Corel Office 
for Java is expected before the end of the 
year, and may be a critical component in the 
rollout of the first generation of Network 
Computer devices. 

And in preparation for the expected June 
release of Corel WordPerfect Suite 8. the 
finalized Released To 
Manufacturing (RTM) version 
of Ihe suite was announced on 
May 20. According to 
Cowpiand. "Corel WordPerfect 
Suite 8 includes state-of-the-art 
applications which offer a new 
level of responsiveness and per- 
formance with advanced 
Imemel tools that make publish- 
ing and presenting on the Web a 
seamless process." 

The Corel WordPerfect Suite 8 will be 
sold under a variety of pricing plans, includ- 
ing upgrades for registered WordPerfect users 
and users of competitive products, and spe- 
cial academic pricing. For more information, 
contact (6i.T) 728-0826 or see http:// 
www.corel.ca. 


Falling prices are shrinking 
Canadian printer revenues 

(NB) — Revenues from printer sales in 
Canada dropped 1 1 .5 per cent to $623 million 
in 1997. according to Evans Research Corp. 
One reason was a sharp drop in the prices of 
color ink-jet printers. 

Evans Research said the laser printer 
market is shift- 
ing toward the I 
high end. with I 
printers 

turn out eight I 
pages or fewer | 
per minute los- 
ing favor while 
demand 

those that handle 20 oi 
is growing. 

Multifunction peripherals are also 
increasingly important, with unit shipments 
reaching 60,000 in 1996 and expected to top 
200.000 by 1999. according to the report 
from Evans. 

Revenue growth will resume, but it will 
be 1998 before revenues match 1995 levels. 
Evans said. ®i 



pages per minute 


NE TRADING 


No Minimuin Orders. Distributors of computer overstocks, liquidations, closeouts, OEMs. 

UNBELIEVEABLY BELOW MARKET PRICING!!! 

• NETWORKING • MULTIMEDIA • CD-ROMS • PRINTERS • PCMCIA • NOTEBOOKS 
• SCSI • SCANNERS • KEYBOARDS • MICE • SYSTEMS • CPU • ACCESSORIES 
p Acer ■ Aculogic • Adaptec • Allied Telesyti • All 
> Colorado • Combyte • Conn^^^Hiee Labs| 

'* 6otevjpi)|r ^^ WbrBtt PodcAd • 

I MogltrBI^ Matrox ■fV • MMmi • 

\* PC Ter® Piuiticul feilpberots • Prtniox ' 

Thomas Conrad • Umax • US Po| 

HOT FAX ONLINE-CATALOGUE ONLINE • CALL TO BE ADDED TO OUR FAX LIST OR E-MAIL LIST. 

1 320 Midway BlvJ, Unit 1 7., Mississnugn, Ont. L5T 2K4 TEL; (905) 565-0086 FAX: (905) 565-0087 




VISIT OUR WEBSITE: www.onlinetr.com E-Mail: sales@onlinetr.com 
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View the picture 
the moment you take it. 
Then upload it to a PC 
and the world can see. 


QV-lOO 


Included software 


Shooland visw 

Takfaplclure and view it instantly on the brilliant 1.8' color viewlinder. 

The QV-100 stores up to 192 images at standard resolution or 64 fine resolution 
VGA images. 

Conned In a TV lor big-screeti viewing 

Enioy viewing your images with the whole family, or leave a lasting impression at 
business presentations 


Upload Images lo a PC 

To create effective reports, proposals, or other documents, simply upload 
Ihe images to your PC. 

Instant prints ot digital images 

Conned to Ihe QG-IDO Color Printer and produce color prints of images 
as soon as you shoot them 



Windows 


New PC Partners from CASIO 


More capability, more versatility, more mobility. 


CASSIOPEIA is ■ 'I 
a handheld PC 
developed togetlMP^ 
with Mif rosgft® 
and designed " 
for Windows®95. 


H. 




COME SEE US AT COMDEX BOOTH #3442 


CASIO 


CASIO CANADA LTD. 

2100 ELLESMERE ROAD SUITE 240, 
SCARBOROUGH, ONTARIO M1H 3B7 
PHONE: (416) 431-3747 FAX: (416) 431-3664 


GIVES YOU VISION 






Comdex — 
from Atlanta to 



Toronto! 


h\ Jeff Uvam 




Trade shows are ihe most intensive way to 
become immersed in the leading edge of the 
technology wave - - to listen to the big names 
and visionaries in computing, to gel hands-on 
with the late.sl hardware and software, anil to 
make personal connections with lilcmlly hun- 
dreds of computer industry professionals, 
resellers, end-users and journalists. (Plus, 
there are great parlies’) 

It might be excessive to 
attend two Comdexes within a 
little more than a month, but in 
the last couple of years, com- 
puter trade .shows have 


become less uniform, and more idiosyncratic. 
Although there will he some overlap in 
exhibitors between these two Comdex shows, 
there are literally hundreds of exhibitors who 
choose to be at cither Atlanta or Toronto this 
year. I997’s Comdex/Spring (June 2 to 5) and 
Comdex/Canada (July 7 to 9) 
are two very difterent shows, 
with significant variations. 

The Last Spring 
In Atlanta 

The 1997 Comdex/Spring was 
the last Comdex which will 
ever be held in Atlanta. Last 
year's show was pre-empted 
due to the 1996 Summer 
Olympics, and all future Spring 
Comdexes will be held in 
Chicago, where Softbank, the company dial 
owns the Comdex shows, has signed a lO-ycar 
lease. So, in a way, this year's Atlanta Comdex 
was a farewell pcrfomiance. Some of the big 
brand names were conspicuous by their 
absence iCompaq, Dell. AST and Apple were 
no-shows), but many of the industry's leaders 
iMicrosoft's Bill Gales. Oracle's Larry 


Ellison) were in attendance, along with many 
of the leading llrms in the industry 
(IBM/Loius, Corel. Hitachi, ATI, Matrox i. 

DVD technology was in Ihe form of real 
products — with leading edge DVD-compai- 
ible graphics cards from ATI. a recordable 
DVD drive from Hitachi, and an OEM MPEG- 
2/DVD playback card from Sigma Designs. 

Flal panel displtiys were all over Ihe show 
lloor. with a very 
impressive 40- 
inch model from 
Mitsubishi, 
which can he 
hung on a wall 
like a picture 
iwithavery stur- 
dy picture hook 
— it weighs 63 
pounds). Other 
Oat screens were shown by Doleh tuid Guy, 
among others. 

The Java wave was in greater evidence, 
witli Corel show ing a very late beta version of its 
Corel Olllcc Suite for Java, and IBM demon- 
su-ating its own Java-friendly network lenninals. 

In the graphics field. Fractal Design 
demonstrated the latest versions of its Painter. 
Poser. Cno and Designer 3D programs, while 
at Ihe same time announcing its merger with 
Metalools to fomi Mctacorp — intended to be 
a major new player in the graphics field. 

Toronto-based MGI demon- 
.siruled its release version of 
Video Wave, a very impressive 
digital video editing and elTecis 
program. Real 3D showed its 
real-time 3D rendering engines, 
and Play Inc. showed its sixm- 
lo-be-released Trinity digital 
video system, a USSS.IKH) won- 
der which will allow PC own- 
ers to match and suipass the 
video muscle of the legendary 
Video Toaster. 

I Can See Clearly Now 

In a keynote. Microsoft CEO Bill Gales lixik 
every opportunity to disparage Java and rhe 
Network Computer in comparison to the PC 
and Windows, a mantra that seems to indicate 
that he is seriously worried about the potential 
of Java and the NC to steal market-share and 


revenues from Microsoft. He became more 
animated when he discussed his concept of the 
'digital nervous system,' a metaphor to 
describe the wired business environment that 
has been rapidly evolving in the last few years. 

Oracle CEO lairry 
Ellison came on stage 
without his glasses, and 
discovered that he 
couldn't see the comput- 
er screen clearly enough 
to demonstrate the new 
CNN/OracIc on-line 
news service. He 
crashed the first PC he 
was attempting to perform his demonslralion 
on. and then blamed his problems on Microsoft 
til 'must have been a Windows bug,' he 
claimed). He then struggled along on the 
Network Computer (NC) terminal beside it. 

After his glasses finally appeared, showed 
how the new service will work. 

In conversation with Ciiiiii<liaii Crmipuier 
VV7ir>/f,v«/fr alter the keynote, Ellison empha- 
sized his belief in 
die future of Java 
and the NC. claim- 
ing that in a con- 
nected world, it 
makes much more 

erful servers to increase the usefulness of the 
Iniemcl and other forms of network. 

And On To Hogtown 

Coindex/Canada '97 in Toronto will be a sub- 
stantially different show from Atlanta. Many 
more PC vendors will be there, taking advan- 
tage of Toronto's central position as a focus 
of decision making in Canadian industry and 
govemmenl. 'fhe Canadian high lech commu- 
nity will be out in force, and although some 
of the same themes will be repealed: Pentium 
MMX and Pemiuni Pro, the Imemet, DVD, 
electronic commerce — many of the vendors 
and the products will be different from tho.se 
who were in Atlanta, and the seminars will 
have a Canadian slant. Plus, unlike Atlanta, 
indications arc Toronto will boast a Comdex 
for years to come. tM 

Jeff E\'(ms is Assoi iiiW Editor of Cuiuidiaii 
Computer WIioleMiler. He ivii be rvaebed iil 
jeff&'teimiu-om. 
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#9-13511 Crestwood Place, Richmond B.C. V6V2G1 TEL:(604)278-0708 FAX:(604)278-0305 


LC.H. Resources Inc. 





MEWS 



According lo some indus- 
. try survey stalislics. com- 
puier monitors arc now 
^ outselling television sets 
in some pans of the 
world. In many house- 
holds, hours of television 
watched each week have 
declined as people spend more time surfing the 
Web. playing computer games or doing work 
on the home office PC. 

For the giants of the personal computer 
industry — Micro.soft. Intel and Compaq, an 
enticing opportunity for future growth is 'con- 
vergence,’ the coming together of the comput- 
er, telecommunications and television into one 
big, integrated media.scape which tlie PC is 
ideally suited to exploit. Of course, to Bill 
Gates of Microsoft, Andy Grove of Intel and 
Eckhard Pfeiffer of Compaq, the centerpiece 
of every 21st century home's info-shrine 
.should be a personal computer made by 
Microsoft. Intel and Compaq. 

To this end, the three biggest brand 
names of the computer biz played the role of 
the 8(Kl-pound gorillas, (As in the old joke. 
"What does an 800 — pound gorilla do?" 
Answer: "Whatever he wants,") at the recent 


National As.socialion of Broadca-sters (NAB) 
show held in early April in Las Vegas. 

Be Reasonable: Do It Our Way 

Craig Mundic. the senior vice-president of 
the consumer platforms group at Microsoft 
claimed at NAB lhai a new era of broadcast- 
ing and communications is dawning, where 
the next generation of consumer electronics 
technology will combine the best of the Web 
with the best of television. 

Both Intel and Microsoft maintain that a 
digital television device with the power and 
flexibility of a computer CPU is the best plat- 
form for delivering entertainment and infor- 
mation lo consumers. The powers that be in 
the television industry — networks, cable 
companies. TV program producers and TV 
and VCR manufacturers — are very dubiou.s 
about the apparent attempt of the computer 
nerds to ‘hijack’ their industry. Compared lo 
the frenetic pace of change in the computer 
industry, fundamental technical progress in 
television ha.s been minimal. 

The average couch potato in North 
America is viewing a lousy quality, low-reso- 
lution interlaced NTSC picture on his or her 
home TV set, blissfully unaware that this rep- 


resents 40-year-old technology that the broad- 
casters have been loo lazy to bother upgrading. 
Calcs and friends have issued a challenge to 
the television indusuy. inviting them to gel on 
the bandwagon of the digital future — or else. 

Cates has been active in showing the tele- 
vision industry some of the shapes ol things lo 
come. He has produced dozens of ‘shows’ on 
the Microsoft Network, which are now 
watched by millions of MSN subscribers 
around the world. He recenliy declared his 
intention to purchase WebTV for USS425 mil- 
lion by the end of the year, to give him a 
foothold in bringing the Web to non-PC users, 
via set top boxes and home leievision sets. 

As it stands, the broadcasters are. com- 
pared to the young tykes of the PC industry, in 
a reactive mode, not proactive, in dealing with 
the PC challenge. There is a lot ol' hand-wring- 
ing and complaining about how technically 
complex and expensive moving lolcvi.sion over 
to digital suuidards will be. Tlie Advanced 
Television System Committee (ATSC). a group 
mostly recruited from, and serving the interests 
of, broadcasters and TV manufacturers i.s push- 
ing for a digital leievision standard that would 
offer improved image quality without satisfy- 
ing the bandwidth requirements for a major 
interactive computer component. The dividing 
line is clear — for a host of reason.s. many 
broadcasters are either indifi'ereni or actively 
hostile lo the notion of a two-way Web based 
interactive component to television. They 
would be very happy to keep the status quo of 
broadcasting, a one-way 'top-down' model of 
mass programming and advertising delivery, 
and freeze out the computer guys. 

Gales and the rest of the PCTV gang will 
press on regardless, Microsol'l and others are 
recommending that TV tuner hardware be built 
into the next generation of home PCs as a stan- 
dard, low cost component, a move which is not 
comforting to TV set resellers. 

if Gates has his way, the market for com- 
puter technology in the home could be "an area 
of huge increase." That prospect should alert PC 
resellers to what could be the next bonanza for 
the home PC market, lit* 

Jeff Evans is Associaie Editor of Canadian 
Computer Wholesaler. He can he reached at 
jeff@lvpon.com. 


Vendors Align For Digital Television by Grace Cassehnan 


Convention In Las Vegas, Compaq, Microsoft 
Corp. and Intel Corp. joined together to make 
technical reeummcndaiions based on a subset of 

(ATSC) specincalions, with a goal to "greatly 
accelerate the transition to digital television." 

Microsoft, Intel and Compaq want support 
for the computer industry's video formats. digitaJ 
data service.s and support for "intelligence” in the 
receivers. 

They say the interactivity will let users play 
games, find out more information about any partic- 
ular program, engage in "chat" discu.s.sion.s. and 
delve deeper into news or sports events. Both pro- 
gramming and advertising will be able lo be geared 
10 specific households, and even family members, 
say the companies. 

Their view of the future doesn’t currently 
exactly line up with the broadcasting industry, but 
the computer companies say millions of PCs will 

and data as soon as 1998. 

sinn.s expect to sell one million sets in the next 


five years — typically coming in at US$2,000 or 
more per set. 

Meanwhile, the computer companies say 
they'll sell 40 million DTV-enablcd PCs in the 
next five years; 100 million by 2005. Clhe incre- 
mental cost of DTV reception is forecast at about 
$100 per PC.) 

"I think we're going lo win this buttle on this 
basis alone.” said Bob Steams, .senior vice-presi- 
dent of technology and corporate development for 
Compaq. 

Steams said: “I believe it would be very 
naive for the computer industry lo expect people 
to watch television on PCs as we now know 
(TV).” However, he said he expects to see digital 
TV watched on three different devices: 

•The PC. 

■ The PC/TV — a large-screen sy.slem with a 
remote keyboard; allowing for PC-from-lhe- 
couch, and PC theatre. 'That’s here and now." 
said Steams. 'There's nothing special about it." 

■ Tlic TV appliance — like today's TV. It will con 
lain “push" content, and viewers will be able In 
also extract information, for an augmented user 
experience, said Steams. 
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more drive. 


more reliability, 
i more range. 

Samsung’s commitment to manufacturing the world’s best 




storage solutions is bolstered by its new disk drive 
facility, capable of producing over ten million 
disk drives per year. Samsung’s commitment to 
quality and service is backed by a 
3-year replacement warranty. Our high 
performance hard disk drives provide 
your customers with more. 

Simply More. Simply Samsung. 


PIP Hofle 4 (HB/sec) 16,6 

Wul t1 word DMA Mode 2 46/86 

Buffer S1^e tKBl 128 

Rotatiorial Speefl (RPW) 4,SOO 

HTBF (hours) 500.000 


16,6 16,6 

50/97 46/B5 

128 128 

4,500 4,500 

500,000 500,000 


63.7/115.2 

128 

5,400 

500,000 
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study Pinpoints Success Factors 
For Canadian Value-Added Resellers 


by Leslie Arriiiul and Miiryeiy Leach 

Any sofiware developer lhal has ever unUcr- 
esliniatcd ihe imporlance ol a well-conceived 
product distribution .strategy (and survived) 
will attest It) the importance of the channel. 

There is a lot more, however, to ti good 
dislrihulion strategy than simply implement- 
ing a channel strategy and engaging the right 
channels. Successlul developers recognize 
that they must continually work with their 
channels to develop strong, mutually benefi- 
cial relationships. They also recognize that 
this is no simple task: developing and main- 
taining efTcctivc channel relationships chal- 
lenges even Ihe most succe.ssful companies. 

In a 1996 study of ISO VARs, system 
integrators, di.stributors and dealers from 
across Canada. Branhiim determined the key 
factors that channels believe help to build 
loyalty and create successful dcvelopcr-chan- 
nel relationships. 

Based on cliannel responses, the top five 
success factors that software developers must 
fulfill with their channels are: 

• Channel eommilnieni. 

• Product availability. 

• Effective/open communications. 

• High product quality, and, 

• Strong technical support. 


Top 5 Critical 
SuGce 

hannel Relationship 

88 Factors 



High Product Quality 
EHective/Opan 
CommunicatioiW 

W " 

Channel Coirinitment 


0 10 20 30 O 50 


It is no surprise with today's constant 
How of upgrades, patches and fixes lhal qual- 
ity technical support is considered the num- 
ber one key to successful partnerships. End- 
users require the best knowledge and support 
— and who is belter positioned to supply the 
most up-to-date information than the devel- 
opers themselves'.’ 

Channels also demand high product qual- 
ity, simply because it is far easier to sell prod- 
ucts that work, and work well. Open, two-way 
communication is also critical- The channel is 
in conslanl, direct contact with the end user 
and can provide the developer with useful cus- 
tomer feedback. The proactive soflw;u-e devel- 
oper will seek out this feedback and incorpo- 
rate it into future product and marketing plans, 
to strengthen the relationship with the end-user 
and increase product sales. One the other hand, 


the developer knows best the product’s func- 
tionality. and can help the channel drive prod- 
uct sales and ensure customer satisfaction by 
providing the channel with excellent and up- 
to-date product information. 

While channel organizations place a 
high value on regular communication with 
their suppliers, it must be at their own conve- 
nience. They far prefer electronic communi- 
cation methods such as the Internet over face- 
to-face contact with their software suppliers. 

It is incumbent upon software develop- 
ers and channels alike to strive to maintain 
effective relalionships. With a solid under- 
standing of each partner's requirements, 
channel relationships will result in long-term 
benefits for developers, channels, and ulti- 
mately the end-user. 

Leslie Arrund and Miirgeiy Leach are con- 
siiltaiils al The Branham Group Inc., in 
Ollawa — an inlemalional markelinp and 
iiiaiiagemeni consiilliiig firm with a sloled 
commilmenl lo: "Delivering Compelilive 
Advantage to the IT Industry. " Phone: (613) 
720-2955, e.xl. 215: orfa.x: (613) 720-031(1. 


Canadian Market lor Ink-jet Printers 
(1995-1997) 




Unit Sales 

Unit Growth 

Average Selling Price 
Revenues (MilliDns) 
Revenue Growth 

657,074 

S405 

S266.2 

901.039 

37% 

S271 

S244.5 

02% 

1,059,926 

18% 

S207 

S218.9 

10.5% 


Some turns Resowth Cosp 


Reader Poll 

I We Asked You: 

' What is your opinion of Comdex/Canada’s decision to raise 
I entry age limit from 161021’.’ 

I You said: 

I ^ Comdex took i 


b admittance to 


1 appropriate action i 
years of age. 


raising the age of 


aP Comdex should have .stuck with the previous age of 
admittance, of 16 years of age. 

SP There should be no age limit for attendees at the Comdex 
^ computer tradeshow. 

This issue: 

While atiraclive, high-resolution flaKscreen displays, based on 
LCD technologies, are a norm on today's notebook computers; 


the manufacturers are marketing increasing numbers as desktop 
displays. However, the traditional caihode-ray tube (CRT) 
monitors continue lo dominate the desktop. Which most closely 
reflects your view of the flat-screen market? 

There is a lot of interest in flat-screen displays, and we expect 
see significant growth in demand for those products. 
Flat-screen displays for the desktop will see success in cer- 
markets. bul for now won’t attract mainstream buyers 
until the prices come down a little. 

Flat-screen displays are just a niche market, and are far loo 
expensive for the average ci 


Log into our Web site: 

http://www.ccwmag.com 

E-mail: ccw@icp-ca, 

or send your responses, and comments by fax, lo; 

( 604 ) 608-2686 
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ON THE INDUSTRY! 


Silicon Du Nord Spawns 
Noteworthy Software 

hy David Tanaka 


1 Company 

Product Name 

Technology I 

G & A Imaging Ltd. 

Photo Recall 

digital image organizer 

Unicate Network Inc. 

Unicate Projects 

project time-billing 

Sofikit Technologies 

Live Access 

desktop document management 


There's no doubt that Quebec has a few technology stars: Matrox with 
its video graphics cards. Protec Microsystems for networking prtKlucl.s 
and Softimage, which Microsoft has scooped up. for example. But we 
don't tend to think of the province as a software centre, particularly for 
the shrinkwrap retail stuff. That may soon change. Over the past few 
months, I’ve seen three innovative software projects coming out of 
Quebec. They are all .still a little rough around the edges, one being a 
Version 1.0 product, another ju.st going through the commerciali/.alion 
process and the third in beta. 

However, they show a lot of promise. 

G & A Imaging Ltd. in Hull. Qtie.. introduced a consumer reutil 
product called PhotoRecall Ver.sion 1 ,0 this year. Tlie product laps into 
the emerging consumer digital photography market. Some in the indus- 
try observe a growing desire amongst consumers to take those boxes of 
holiday and famiiy snapshots and turn them into custom greeting cards, 
T-shirt images and other personalized what nots. 

The tools to satisfy that de.sire include inexpensive scanners and 
color ink-jet printers, and easy-to-use image editing and layout tools 
on the software side — which is where Photo Recall fils in. 

Photo Recall is primarily a digital image organizer. It allows users 
to categorize, sort, view and retrieve digital images. The program also 
includes a digital album creator, and a special effects image editor, but 
these arc fairly lightweight modules. 

Another strictly business application is Unicaie Projects, from 
Unicaie Network Inc. of Sherbrooke. Que. Unicate Projects is a com- 
prehensive project lime-billing package. It comes in workstation and 
administrator versions. You can set up pay and overtime rates and hol- 
iday .schedules; you can organize by departments and by project; and 
keep track of expenses and lime spent. When you set up a project you 
can estimate time for completion, along with a budget estimate. The 
program then tracks the times and expenses of the workers assigned 
to the project. 

There's a timesheet that a worker can ‘‘punch in” whenever they 
start on a project and then "punch out" when they move on to some- 
thing else. They can track billable time for number of tlilTeroni projects 
from a single window. In all. it's a slick piece of work. Unicate calls the 
current product Version 2.1. and has given it a suggested price of $.^29. 

Project organization of another llavor is the mission of l.ive 
Access, a product being developed by Sofikit Technologies in 
Montreal. Live Access is a desktop document manugemciit system 
that allows you to visually organize the documents on your hard drive 
into projects. It has a modem and stylish interface, a la Windows 
Explorer. 

One of the biggest drawbacks to desktop document management 
systems is data duplication. Typically you have your native file, plus 


another file in the document munagemetu system's proprietary lonniil. 
Live Access makes extensive use of Gl,E to create a database of links 
and pointers, rather than a separate copy of the file. CW 
Contacts: 

G & A Imaging Ltd., Hull, Quc. 

Call: (819) 772-7600 

http://www,ga-ima ging.com 

Unicate Network Inc., Sherbrooke, Que. 

Call: (819) 822-3111 
http://www.unicate.com 
Sofikit Technologies Inc.. Montreal 
Call: 1-888-softkit. (514) 393-3467 
http;//www.softkit.coTn 

DnvUl Tniuikii /.^ tt Viiiuouver-htised joiinwUsl s/tecUilizing in high 
lechnolngy. iiml h Newx Hililor iif The Ccwpincr Paper. He am be 
reitfhai ai davuKif'up.i a. 



TDK CD R- 74 KoT 

SEE US AT COMDEX CANADA. 

4HtiQ (INVENTION CENTIIE BOOTH #5136 

^IfSlNACLE 

\ ///# n 

MISSISSAUGA ■ 0 N TA H I D 

Xa/BS) ^78-2949 

Toll fflf. 1-@S-Z37-GB4S Fii: I90SI SZS-EIDtl 
Dealors: Check out... http;//www.tdkiiieilia.GOin 
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As the 'classic' Pentium 
microprocessor moves off centre stage, 

a a host of new CPUs are 
jostling to become 
the king of the PC 
market-place. 


About 80 per cent of the personal computers sold worldwide in 1996 
carried Intel microprocessor CPUs inside them, according to figures 
from market research firms such as International Data Corp- and 
Datac|uesi. "Intel inside" is not only u brilliant marketing slogan and 
brand promotion; it is the simple description of the reality in today’s 
PC industry. Intel seems dominant and unbeatable. A ‘no-brainer' for 
many PC resellers to choose as the basis for their business — for now. 
at least. But what about next year, or the year after that? 

The so-called "Moore's Law.” named after one of Intel’s founders 
— Gordon Moore, slates that as a rule of thumb, the maximum pro- 
cessing speed of the ‘state of the art' microprocessor doubles every 1 8- 
24 months, while prices remain the same or decline. Intel dominates 
today’s PC microprocessor market as thoroughly us Microsoft domi- 
nates PC operating systems and business application software. 

Uneasy rests the head that wears the crown, however. In the case 
of the microprocessor market. Intel faces challenges from rival CPU 
makers, from fundamental changes in the nature of computing devices, 
from approaching limits to the improvement of silicon lithographic 
chipmaking technology, and finally, from a hovering flock of lawyers. 
Intel CEO Andy Grove said it all in the tide of his recent book: "Only 
Ihe Paranoid Survive." 

A Year Of Transition 

According to Doug Cooper, Canadian marketing manager at Intel of 
Canada Ltd., 1997 is a year of unparalleled transition in the Intel 
microprocessor line, with no fewer than four families of Intel Pentium 
processors holding a significant piece of the market: ‘classic’ Pentium. 
Pentium II. Pentium with MMX and Pentium Pro. Pentium with 
MMX, incorporating Intel’s multimedia acceleration technology and 
extra on-chip cache memory, has rapidly come down in price, and 
become more attractive to mainstream home and business PC buyers. 

As use of Microsoft Windows NT by businesses and power users 
has exploded, the Pentium Pro microprocessor has moved from an 
exotic choice to common-place. The latest line of Intel CPU. the 
Pentium II. incorporates elements of both MMX and Pentium Pn> 
technology. Intel has aggressively moved to develop low power ver- 
sions of the Pentium with MMX chips for use in notebook computers: 
low-powered versions of Pentium II with MMX. and Pentium Pro can 
be expected as well. 


They Also Run: The Competition 

There's lots of competition to Intel out there in the PC microprocessor 
market-place, and none of it is managing to do much more than just 
hang on at this lime. 

At the high-end. Digital Equipment Corp. has its Alpha chip, a 
speed demon that, along with Digital’s system integration skills, 
results in computer solutions that beat any Intel based computer in 
ienns of raw performance. Cooper comments drily however, "from a 
performance standpoint. Alpha has done well, but UNIX users are 
shifting to NT, and in the NT market. Intel is preferred.” End of 
debate? Digital is striving, with some success to increase sales of 
Alpha chip ba.sed servers and workstations, hut the comparative lack 
of Windows software compiled to run natively on the Alpha-compati- 
ble version of Windows NT is a major handicap. 

Similarly, the PowerPC chip, developed by Apple, IBM and 
Motorola as a higher-powered alternative to Intel, has not been able to 
continue delivering on its early promise. The PowerPC consortium 
was slow 10 develop a version of Ihe PowerPC architecture that would 
run Ihe Apple Mac Unix, NT and Windows operating .systems and 
applications software on the same system: the so-called Common 
Hardware Reference Platform, or CHRP. The failure of the PowerPC 
con.sortium to come out of the gate with CHRP in the early 1990s 
meant that the PowerPC market was fragmented into Mac only and 
UNIX or Windows NT only segmenLs, and this has limited the market 
prospects of the PowerPC alternative. 

The MIPS microprocessor, originally developed by a subsidiary 
of Silicon Graphics, and manufactured by a variety of lieen.sces. seems 
to have decisively failed to remain a contender in the Windows PC 
microprocessor market. Variants of MIPS chips, however, are being 
sold in devices as diflerent as the Nintendo 64 video games machine, 
set lop boxes, and Silicon Graphics workstation.s, servers and super- 
computers. 

Send In The Clones 

Some microprocessor makers have opted to create clones of Intel 
chips, which offer the advantage of complete compatibility with 
Winicl hardware and .software. Cyrix Corp. and Advanced Micro 
Devices Inc. (AMD) are the best known of these companies, but their 
histories, of successes alternating with disasters, have made resellers 
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MICROPROCESSORS 


wary about commiliing wholeheariedly to these alternative CPU ven- 
dors. Currently, Cyrix offers the 6x86L (the ‘L’ stands for low power) 
microprocessor as its top of the line alternative to Intel products. The 
6x86L correcl.s earlier problems the original 6x86 chip had with over- 
heating. The Cyrix chips are used by quite a few manufacturers as a 
budget ailemalive to brand-name Intel chips, and they have good qual- 
ity and performance. However, whether by coincidence or design, the 
latest models of Intel chips require motherboards and chipsets that 
aren't automatically compatible with Cyrix chips. 

AMD posed an apparently serious threat to Intel at various times 
in the late 1980s and early 1990s, with its 486 clone chips. However, 
the company had serious difficulties with .some models of Pentium 
clone chips, and lost what hud appeared to be an excellent shot at 
becoming a microprocessor giant. On April 2, AMD announced that it 
had begun shipping its long awaited AMD-K6 MMX processor, and 
claimed that the K6 “marks the return of competition in Windows- 
compatible processors." The K.6 is a very sophisticated microproces- 
sor, based on the six-issue R1SC86 .superscalar microarchitecture, and 
is claimed to be "smaller, faster, easier to use, more energy efficient 
and less expensive than Pentium Pro. making it the superior engine for 
Windows Computing." according to W.J. Sanders, the CEO of AMD. 
The K6 is also designed to be compatible with the Socket 7 environ- 
ment. giving resellers a widely available and economical range of 
motherboards, BIOS and chipsets to use with the K6. 

On balance, whenever Cyrix or AMD come out with micro- 
processors lhat are proven to be reliable and which are competitive in 
performance with current Intel models, at lower price points, a budget- 
minded segment of resellers and end-u.sers happily embraces them. 
Unless Cyrix and AMD establish an unbroken chain of successful 
products, and develop some brand name credibility, however, they arc 
likely to remain marginal players, laboring in the wake of Intel. 

The Morphing Of The PC 

The PC as we currently know it may become a minority player in the 
world market for computing devices. Network Computers (NCs) may 
become a major market unto themselves, and they can use any micro- 
processor and accompanying chipset that will run a Java ‘virtual 
machine' to operate Java applications on a network. 

Early NCs exist with ARM, Hitachi, Intel and other CPUs. Java 
and the NC. if successful, could break the Winiel PC paradigm and 
open up a whole new race for the top microprocessor. On the other 
hand. Microsoft and Intel are racing to strangle the NC in its cradle, 
with their Net PC and Windows Terminal initiatives. 

Palmtop computers running Windows CE are ba.sed on a variety 
of microproce.ssors. including Philips and Hitachi chips. Apple’s 
MessagePad 2000 and E-Maie 3000 portable devices are based on the 
StrongARM RISC chip. Other quasi-computer devices that don't need 
to run Windows software — phones with E-mail capabilities, Web 
browsing set lop boxes for your TV — ail may lake some new user 
sales away from Winiel if they catch on. For resellers, the coming pro- 
liferation of non-standard computers may dilute Intel's dominance, but 
they are unlikely to displace Iniel entirely. 

Hitting The Wall 

At some point in the next decade, the current microprocessor technol- 
ogy is expected to run into some fundamental physical limitations at 
ihe molecular level. It simply won't be possible to make .smaller com- 
ponents to pack more transistors into a chip, as Ihe natural movement 
of atoms will inierl'ere with the functioning of the chips. 

Now, Wait Just One Atom-Picking Minute 

IBM's development of 'atom-picking' technology that can literally 


build machines atom-by-atom is considered to be one of the routes that 
computer makers will be attempting to use over Ihe next few years to 
continue to improve microprocessor performance. 

Nanoiechnology. which involves molecular manipulation to cre- 
ate .submicroscopic machines, is science fiction today. However so 
was the microprocessor technology built into a cell phone or a laptop 
computer not so long ago. There arc even research initiatives to create 
organic computers, and nano-machines that derive their power source 
from the living bodies in which they will be embedded. 

Mars, this is Earth — The Digital Lawsuit 

Back in the real world of 1997 however, a much more mundane tech- 
nology — that of the civil lawsuit, is raising at least a slight prospect 
that high-flying Intel could be brought to Earth, on the grounds of 
alleged theft of intellectual property. 

Intel has responded with a cuumersuit. and ul least an implied 
threat to cut off Digital from access to Inlel products, which Digital 
uses in many of the computers it sells. 

But whatever the outcome of this court case, it i-s worth noting 
Intel's competitors don't seem confident of being able to push Inlel off 
Ihe microprocessor ihrone by getting customers to abandon lhat ■'Intel 
inside" slicker, cm 

Jeff Evans is Associate Editor of Canadian Computer Wholesaler. He 
can he reached at jeff@tcpon.com. 


SAVE UP TO 50% 

ON BRAND NAME COMPUTER PRODUCTS 


BAREBONE Systems * Blank disks/tapes 
CD-ROM Drives • Faxmodems • Joysticks • Keyboards • Mice 
Networking Cards S Hubs • PCMCIA & Mobile Computing 
Scanners * SCSI Controllers * Sound Cards 
Speakers & Microphones • Tape Drives 
Trackballs 'Video Cards 


Distributor of Manufacturers’ 
Overstocks & OEM Product 
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LOGIC BOX DISTRIBUTION 

http j* www.logicbox.com 

Toll Free; (888) 744-8312/ Tel: (90S) 405-1541 

Fax: (905) 405-1759 

Email: Lbsales@lDgicbox.com 


Call to be added to our free faxed or emailed 
dealer hot sheet sent weeklyl 
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New 

capabilities 
mean more 
appeal for 
demanding 
customers! 

I r ihe current trends in enhancements of 
Pentium processor technology continue, 
soon personal computers will look noth- 
ing like they do today and probably func- 
tion quite differently. But whatever they 
look like and whatever they cost, they will 
be an integral part of our corporate infra- 
siruciure. 

Incel’s much-anticipated new Pentium 
proces.sor with MMX technology has made 
an unexpected expedited entry into the 
desktop market. The enhancements that 
MMX technology adds to the new Pentium 
proces.sors mean more than simply faster 
processors. Intel has added 57 new instruc- 
tions that accelerate specific computational 
loops in multimedia and communications 
applications, the technology incorporates a 
Single Instruction Multiple Data (SIMD) 
paradigm, allowing CPUs to perform one 


calculation on multiple data values simulta- 
neously, boosting performance. In MMX- 
enabled .software, the new technology will 
benefit such operations as 3D graphics ren- 
dering, image, video playback, and even 

These new enhancements are wel- 
comed by graphic artists and multimedia 
developers. Even more rejoicing comes 
from gaming professionals who believe 
MMX was designed for games, especially 
when the anticipated benefits include 
branching interactive video, increased color 
depth, and higher frame rates. For those 
who can't have enough full motion video in 
the games. Intel promLses MMX video will 
have much better quality, higher resolution, 
and improved color depth. This means that 
MMX will allow the ability to wander 
through filmed rooms with sharp, best- 
looking full screen video to date. 
Furthermore, MMX allows multiple video 
execution simultaneously on the screen 
without any performance degradation. This 
is the single most powerful addition that 
will allow far more interactive applications 
than we have ever seen. 

How does MMX perform in the real 
world? Results in our lab tests indicate per- 
formance increases between 10 to 15 per 
cent. Although we must point out that our 
tests lacked software that was MMX-opti- 
mized. The MMX Pentium still performed 
faster because of its large 32KB cache — 
that's 16KB more compared to 16KB cache 
in non-MMX Pentiums. Even with MMX- 
optimized software, we don't expect to see 
anything like a doubling in performance at 
the same clock speed. An Intel spokesper- 


son agreed that the 1 5 to 20 per cent perfor- 
mance increases were observed with one 
MMX-enabled product consistent with the 
company's expectations for typical MMX 
application. 

Pentium II 

The Pentium II CPU is here. Like the 
Pentium, the Pentium II is based on Intel's 
P6 architecture. In addition, it features 
support for all 57 MMX instructions, 
improved 16-bil performance, and new 
chip packaging that will let system and 
motherboard vendors move to future CPUs 
more rapidly than ever. But of course that 
is another story. 

Every month new technological 
advances are made. Newer processors are 
emerging, as are faster RAM technologies, 
faster and larger displays, and larger storage 
devices. Just over a year ago processors 
were at l33MHz, today the Pentium II 
processors are at clocking speeds of 
266MHz. Thai's double the speed! This 
phenomena! growth of processor power will 
drastically change the we way we do busi- 
ness and live before and after the year 2000. 

Our Tests 

We asked vendors to send us machines con- 
figured with 166MHz MMX processors and 
32MB of RAM. We left the remaining sys- 
tem components up to them, so long as they 
fit into the category of “mid-range." Our 
tests were conducted using the BAPCo 
benchmark suite of applications. All 
machines were configured to run in a reso- 
lution of 800 by 600 with a 16-bil color 
depth (65,536 colors). 
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QDI' s Hurricane swept through motherboard industry 
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LAB TEST 


Suggested Retail Price: S2,995 
Reseller Authorhation: Based on vicinity. 

Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

Resellers are listed on the Web site. 

POP displays. 

Two-year warranty includes parts and labor. 

Web site includes technical informadon. 

Volume Discounts: 

Yes, reviewed on a case-by-case basis. 

Demo Unit AvailabilitY And Restrictions: 

One system per authorized reseller at a 10 per cent discount. 
Compucon's View Of The Market: 

“Compucon CP5TX systems are for all markets of standalone or 
networked desktop and workstations for home/SOHO/offices.” 
says Alan Ng, president of Fastech Computer Ltd. 

System Strengths: 

“All Compucon systems are designed to meet industrial server 
standards as if they will be running 24 hours non-stop. All com- 

Suggested Retail Price: $2,628 
Street Price: S2.498 
Reseller Price: $2,298 
Support For Resellers: 

Co-op advertising. 

Re.seller referrals. 

Two-year warranty includes parts and labor. 

Toll-free lech support for resellers. 

Web site includes technical information and drivers. 

Demo Unit Availability And Restrictions: 

Demo units have to be displayed for minimum period of 30 days. 
Editors' JVofes.' 

This system has everything you need to get you up and running 
right out of the box. with a few extra goodies on the side all for just 
under $2,500. To start off, we have the 166MMX processor, 
512Kbps of pipelined secondary cache and 32MB of EDO RAM, 

Elco Systems 


Suggested Retail Price: $\. 120 
Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

Three-year warranty includes pans and labor. 

Elco 's View Of The Market: 

“Our system is .suitable for home and small business use as a well 
as the educational market-place,” says Stanley Tam, marketing 
manager at Elco. 

Editors' Notes: 

A new contender to our Lab Tests this month is this system 
from Systems. The machine consists of a 166MMX processor. 


ponents and internal sy.stem lay- 
out are well selected and engi- 
neered, says the company. 

Editors' Notes: 

From Fastech Computer Ltd. 
comes this Compucon system, 
packed with high-quality compo- 
nent that are .sure to please any 
computer enthusiast. To start off, 
the system uses the latest mother- 
board from ASUS, the TX97, 
which incorporates the new 430TX chipset from Intel. The machine 
is driven by a 166MMX processor and is backed by 512Kbps of 
pipelined cache and 32MB of SDRAM. The graphics .subsystem 
consists of a WinFast 3D L2200 accelerator with 4MB of EDO 
RAM onboard. This card has helped systems from Compucon place 
among the fastest in their class when it comes to graphics perfor- 
mance. Multimedia accessories include a Sound Blaster 32 sound 
card, a new 24X CD-ROM from Panasonic, and a pair of 150W 
speakers. The 4.3GB Quantum Fireball ST with the new ATA-3 
interface will provide more than enough storage room, as well as 
help overall system performance. 



as well as the new 430TX chipset 
from Intel, all neatly laid out on an 
ATX form factor motherboard. For 
superior graphics, the system 
includes a Matrox Millennium 
card with 2MB of WRAM 
onboard, and a Diamond Monster 
3D card using the 3DED( chipset. 

The remaining components are 
top-notch as well, from the Sound 
Blaster 16 soundcard to the 3.1GB 
Western Digital hard drive to the high speed Panasonic 24X CD- 
ROM drive. The latest from U.S, Robotics is also found in.side the 
box — this new Sportster X2 56Kbps fax modem. Combine all of 
this with a pair ofYamahaMIS speakers, a microphone and a score 
of 1 88 on our benchmark suite, and you have yourself the makings 
of an excellent system at a very competitive price. 



521Kbps of LeveI-2 cache, 
32MB of EDO RAM, a Matrox 
Millennium video card with 
2MB of WRAM onboard, and a 
2,6GB hard drive from Fujitsu. 
For your multimedia needs, you 
gel a Sound Blaster 32 sound 
card and a Cyber 16X CD-ROM 
drive. Rounding out the system 
is the very popular 33.6Kbps 
voice/fax modem from Supra- 
Express. System performance wa 
of 171. 
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PENTIUM®PRO 
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NIKANA PR 2000 


If YOU’VE BEEN ASKING WHY RESELLERS 
ARE CHANGING TO NIKANA PR SYSTEMS... WE CAN 
SUM IT UP IN ONE WORD. ..MORE! 


M ore speed. With Nikana, you upgrade 
easily to the latest Intel Pentium®Pro 
processor releases without dealing with 
major mainboard surgery. 

M ore flexibility. Nikana PR systems 
boast ATX options making Nikana 
one of the leaders in cutting edge 
technology. 

M ore consistency. Nikana PR systems 
are noted for the con.sistency of the 
integrated components used, making 


service and support of the Intel 
Pentium®Pro processor series cost 
effective and predictable. No longer do 
you have to deal with the “flavor of the 
week" component products. 

More margin. No more dealing with 
price wars due to over distribution in 
your region. Nikana PR systems are dis- 
tributed solely through White Knight 
Distributing and the trading area moni- 
toring program provides for controlled 
distribution of the product line. 


M ore quaility control. Each Nikana PR 
system is quality controlled AFTER the 
custom configuration process is com- 
pleted. A little piece of mind for you 
when you just have to get the product to 
your customer in a hurry. 

There is one area that Nikana PR prod- 
ucts are noted to be less COST! 

Just call your local While Knight 
Distributing office or visil us at 
http://www.white-knight,com. 


Distributed by 



Whire hNighr 


Western Canada; 

105-3760 Jacombs Rd., 
Richmond, B.C. V6V 1Y6 
Tel; (604)279-9908 
Fax: (604) 279-9902 
Toll: 1-800-668-6168 


Eastern Canada; 

245 W. Beavercreek Rd., 
Unit 3, Richmond Hill, onl. 
Tel: (905) 886-3662 
Fax: (905) 886-3090 
Toll: 1-800-852-5039 


Calgary Office: 

4710-I4lh Street, N.E., 
Calgary, ABT2E 6L7 
Tel: (403)291-1688 
Fax: (403) 291-0389 
Toll: 1-800-668-3381 


Halifax Office: 

Unill, 200 Wright Ave. 
Dartmouth N.S. B3B 1R6 
Tel: (902) 468-9898 
Fax: (902) 468-5988 
Toll: 1-800-735-0250 


The Intel 


DISTRIBUTING 


Inside ana Pentium®Pro are 


glslered trademarks > 


I Corporatic 
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Express Micro 


Suggesied Retail Price: $3,999 
Street Price: $3,599 
Reseller Authorization: 

Reseller candidates cannot be geographically located near existing 
authorized dealers. Authorization is at the discretion of the company. 
Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

POP displays. 

Five-year warranty includes part.s and labor. 

Dedicated technical BBS. 

Dealer-specific space on Web site. 

Demo Unit Availability And Restrictions: 

Every three months demo unit rebates are available for authorized 
resellers, per location. 

Express Merab View 01 The Market: 

“Express Micro MMX 166 is a high performance system for the 
multimedia digital video and business power user." says John 
Wong, director of marketing at Advance Interface. 



Editors' Notes: 

Advance Interface sent us this 
fully loaded machine ready to han- 
dle just about anything you throw 
at it. To start, it has the requested 
I66MH2 MMX processor. 

512Kbps of pipelined cache and 
32MB of SDRAM, and nothing 
but the best components money 
can buy: a Matrox Millennium 
video card with 4MB of high 
speed WRAM onboard; a Quantum Fireball ST hard drive with a 
capacity of a whopping 4.3GB; Creative Labs' Sound Blaster 
AWE64 sound card; and the latest in CD-ROM technology from 
Panasonic, this new 24X drive. It may look like an ordinary flop- 
py on the outside, but it's actually the new LS-120, from Imation. 
This new high-capacity floppy drive is capable of reading and writ- 
ing to a new type of media virtually identical in appearance to a 
regular floppy disk, but with a capacity of 120MB. A very com- 
plete system, with an excellent five-year warranty on labor and 
three years on parts. 


IBM PC 350 


List Price: $2,365 

Reseller Price: $2,200 (estimated) 

Reseller Authorization: 

To sell IBM products, resellers must obtain IBM authorization. 
Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

Three-year wananiy includes parts and labor. 

Web site includes technical information and drivers. 

Demo Unit Availability And Restrictions: Yes. 

Editors' Notes: 

The system lacks many features found on most other systems in 
this survey, such as a sound card or CD-ROM drive. The 



machine we reviewed came 
equipped with 16MB of EDO 
RAM. 256Kbps of pipelined 
cache and a I66MMX processor. 

For storage space, you get the 
popular Western Digital 2.SGB 
model, which offers not only 
excellent performance but ade- 
quate storage space. IBM also 
includes a copy of Lotus 
SmartSuite 96 at no additional 
cost. The machine's video subsystem is fairly basic, consisting 
of a 1MB S3 Trio64V4 card, which will offer a maximum res- 
olution of 1,024 by 768 at 256 colors. For an additional $608, 
your customers can have IBM’s 15-inch model G50 monitor. 


KTX Enforcer 

Suggested Retail Price: $2,990 
Street Price: $2,299 
Reseller Price: $2,099 
Reseller Authorization: No. 

Support For Resellers: 

Reseller referrals. 

National advertising. 

Two-year warranty includes parts and labor. 

Web site includes technical information. 

Volume Discounts: Yes. 

Demo Unit Availability: Yes. 

Edge's View Of The Market 

“This product is aimed at customers requiring high performance 
and excellent value. SOHO," says Campbell Angus, general man- 


ager of Edge Wholesale, distribu- 
tors of KTX systems. 

Editors' Notes: 

This very capable desktop system is 
configured with a Pentium 1 66MMX 
processor, 512Kbps of pipelined 
cache and 32MB of SDRAM, all sit- 
uated cm a Tyan Titan Turtto mother- 
board, making use of the latest 
430TX chipset from Intel. For maxi- 
mum graphics performance, the sys- 
tem uses a Matrox Millennium video card with 4MB of WRAM 
onboard. Storage comes in the fbrni of a 2.5GB hard drive from Maxtor, 
and for multimedia, includes the popular ESS 1868 chipset and a 
Mitsumi 16X CD-ROM drive. Rounding out the system is a 33.6Kbps 
fax modem from Wisecom and a pair of 120W multimedia speakers. 
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The Advantages are astounding 

As on ISO-9002 certified manufacturer, we make it our 
business to provide only the finest components for our 
customers. Our commitment to quality is the foundation 
for our products, service and innovative computing 
solutions. This commitment has been rewarded with 
achievement awards. Circle Conado status for our NMSO 
offering, CSA and DOC certification and most impor- 
tantly of all, loyol customers- 


THE STD ADVANTAGE 


EXCELLENCE IN COMPUTING TECHNOLOGY 



CD-ROM 

• PANASONIC 

■ PANASONIC PD DRIVE 

FLOPPY DRIVES 

■ PANASONIC 

MONITORS 

■ SAMTRON 

• ORCHESTRA 

DESKTOP/SERVER 

• INTEL (OEM) 

• COMPUPARTNER 
•IBM 

UPS/BACK UPS 

• AMERICAN POWER (APC) 

MOTHERBOARDS 

•INTEL 

• MICROSTAR 
•QOI 

DISK CONTROLLERS 

• ADAPTEC 

HARD DRIVES 

• SEAGATE 

• WESTERN DIGITAL 
•QUANTUM 

LAN PRODUCTS 

•3COM 

•INTEL 


SIB 


SOFTWARE 

• MICROSOFT 
•01/FAX 

• VISUAL ACCOUNTMATE 
P>c«BS»w AcccuNnc ScnvuuE 


STD 5YSTEW5 INC. 

20 KONRAD CRESCENT 
MARKHAM, ON L3R BT4 
TEL : (9051 477-0388 
FAX:(9051 477-0117 
HTTPV/V/WW.STD.NET 


EDMONTON, AS 
TEL : (403) 455-6800 
FAX:(403) 455-5355 

CALGARY, AB 
TEL :(403) 250-9575 
FAX: (403) 250-9544 


WINNIPEG, MB 
TEL : (204) 488-7936 
FAX: (204) 488-7969 

OTTAWA, ON 
TEL ;(6I3) 736-9334 
FAX:(6I3) 736-9034 


MONTREAL, PQ 
TEL :(514) 956-8585 
FAX:(514) 956-818! 

DARTMOLfTH, NS 
TEL :(902) 468-3221 
FAX:(902) 46S-I017 



Pentium* 


To ORDER CAU Toli FREE: 1 -800-9000STD 



^ to 


gientimin Svstems 




1 

July 97 

Comtronic 

A-Open 

Empaq 

Azura 

Compucon 

CPSM166XTX 

Oaiwa 

Elco 

Systems 

Express Micro 

IBM 

PC 350 

Processor 

Pentium 156 MMX 

Pentium 156 MMX 

Pentium 166 MMX 

Pentium 166 MMX 

Pentium 166 MMX 

Pentium 166 MMX 

Pentium 166 MMX 

Cache Size 

512Kbps pipeline 

512Kbps pipeline 

512Kbps pipeline 

512Kbps pipeline 

512Kbps pipeline 

512Kbps pipeline 

256Kbps pipeline 

HBj Motherboard 

AcerAPSVM 

ASUS 

ASUSTX97-X 


Twister 586HX 


N/A 

WjB Chipset 

430VX 

430TX 

430TX 

430VX 

430HX 

430TX 

N/A 


32M3 EDO 

32M6 EDO 

32M6 SDRAM 

32MB EDO 

32M8 EDO 

32MB SDRAM 

16MB EDO 

Video Card 

S3ViRGE 

ATI 30 Pro Turbo ♦PC2TV 

WinFast30 12200 

Matrox Millennium 

Matrox Millennium 

Metros Millennium 

S3Trio64V+ 

Video Memory 

2MB EDO 

4MB SGRAM 

4M6 EDO 

2MB WHAM 

2MBWRAM 

4MBWRAM 

1MB EDO 

• Monitor 

None 

None 

None 

None 

None 

None 

None 

Sound Card 

AcarFX-SD 

Sound Blester AWE32 

Sound Blaster 32 

Sound Blaster32 

Sound Blaster32 

Sound Blaster AWE64 

None 

Hard Drive 

JTSC2000 

10GB EIDE 

Seagate 

15GB EIDE 

Quantum Fireball ST 
4.3G8UIDE 

Western Digital 
3.1GB EIDE 

Fujitsu 

16GB EIDE 

Quantum Fireball ST 
4.3GB UIDE 

Western Digital 

15GB EIDE 

CO-ROM Drive 

AcerlOX 

Toshiba 16X 

Panasonic 24X 

Panasonic 24X 

Cyber 16X 

Panasonic 24X 

None 

Modem 

Acer 33.6 

GVC33.B 

None 

Wisecom 33.6 

SupraExpress 33.6 

Digicom 33.5 

None 

System BIOS 

AMI 

Award 

Award 

Award 

Award 

Award 

IBM 

‘ Operating System 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 56 

Windows 55 

Extras 



150W speakers 



LS-12II Floppy Drive 








16(IW speakers 


Eu Windows Benchmarks 








BBt Desktop Publishing 

149 

164 

171 

157 

155 

141 

131 

Desktop Graphics 

269 

273 

296 

331 

273 

281 

233 

Desktop Presentation 

174 

196 

183 

202 

176 

168 

142 

Word Processing 

153 

164 

165 

163 

157 

128 

128 

Spreadsheet 

193 

197 

183 

211 

181 

151 

162 

Delabase 

145 

155 

154 

161 

147 

153 

124 

Sysmark32 

169 

179 

178 

191 

171 

167 

143 

Contact 

19051479-8336 

1-800-863-6722 

(604) 279-9686 

19051 940-2889 

1905)470-7301 

(905)479-1443 

1-800-465-7999 

Internet Contact 

www.comtronic.coir 

1 www.empsc.com 

www.compucon.CDm 



www.eiei.com 

www.pc.ibm.com 

Suggested Retail Price 

$1,596 

$1,950 

$2,995 

$1,999 

$1,720 

$3,999 

$2,365 list 

StreetPrica 

$1,528 





$3,599 

N/A 

Reseller Price 

$1,415 

$1,777 


$1,839 



$2,200 estimated 


2L,2P 

2L,2P 

2L,2P 

2L,3P 

3L.3P 

5L,3P 

3L,3P 
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KTX 

Enforcer 

July 97 

Mynix 

Mycomp 

July 97 

NEC PowerMate 

P2166M 

Packard Bell 
CAN PLT20t5 

Samtack 

Pine 

STD 

Sygma 

VS 5166MMX 

Ultinet 

Pentiuri 165 MMX 

Pentium 166 MMX 

Pentium 166 MMX 

Pentium 166 MMX 

Pentium 166 MMX 

Pentium 166 MMX 

Pentium 166 MMX 

Pentium 166 MMX 

512Xbps pipeline 

512Kbps pipeline 

25BKbps pipeline 

256Kbps pipeline 

512Kbps pipeline 

612Kbps pipeline 

512Kbps pipeline 

512Kbps pipeline 

Tyan Titan Turbo 

Mycomp TI5TT 







43DTX 

430TX 

430HX 


43m 

430TX 

430TX 

430HX 

32MBS0f1AM 

22MB EDO 

32MB EDO 

32MB EDO 

32MB EDO 

32M8ED0 

32MB EDO 

32MB EDO 

Matrox Millennium 

Matrox Mystique 

ATI 3D Rage II 

S3ViRGE 

Trident 9685 

S3ViRGE3D 

Ma^ox Millennium 

Matrox Millennium 

4MBWRAM 

2MBSGRAM 

2MBSGRAM 

2MB EDO 

IMS DRAM 

2MB EDO 

2MBWFIAM 

4MB WRAM 

15-inch 

None 

None 

15-inch 

None 

15-inch 

None 

None 

ESS 1868 

ESS 1868 

Sound Blaster 16 

SND3-336 

Yamaha 16-bit 

Sound Blaster AWE32 

Sound Blaster 16 

Sound Blaster 16 

Maxtor 

2.5GB EIDE 

Quantum Fireball ST 
4.3GB UIDE 

Western Digital 

3.1GB EIDE 

Seagate 

2.1GB EIDE 

Fujitsu 

26GB EIDE 

Quantum 

2.1GB EIDE 

Western Digital 

3.1GB EIDE 

Quantum Fireball | 
3.2G8 EIDE | 

Mitsumi 16X 

BTC12X 

Goldstar 16X 

Goldstar 1EX 

Goldstar16X 

Panasonic 24X 

Panasonic 24X 

Panasonic 24X I 

Wisecom 83.6 

None 

None 

SND3-336 

Acer33.6 

Wisecom 33.6 

USR Sportster X296 

USR 33.6 1 

Award 

Award 

AMI 

AMI 

AMI 

Award 

Award 

Award 1 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Wndows95 

Windows 96 

Windows 95 

Windows 96 1 

120W speakers 


Microphone 
Multimedia speakers 


8DW speakers 
Microphone 


Yamaha M15 

Speakers 

Microphone 

Diamond Monstar3D 

80W speakers 


170 

173 

153 

128 

ISO 

160 

158 

180 

277 

337 

272 

189 

239 

268 

331 

295 

198 

208 

184 

154 

170 

176 

194 

194 

171 

174 

164 

147 

156 

163 

162 

163 

263 

217 

186 

178 

179 

190 

210 

208 

170 

169 

154 

150 

136 

164 

165 

164 

190 

198 

177 

156 

165 

177 

188 

187 

19051 948-0000 

1514)335-2456 

1-800-632-4636 

1905)564-1122 

1905)940-1980 

(519)680-3333 

1-800-897-9462 

1-800-513-7732 

www.edge.netau 

www.mynix.com 

www.nec.com 

www.peckardbell.cor 

n www.pinegroup.com 

www.std.net 

www.sygmapc.com 

www.ultinet.ca 

$2,990 

$2,385 


$2,999 

$2,059 

$2,299 

$2,628 

$2,198 

$2,299 

$2,295 

$2,199 



$1,999 

$2,493 

$1,998 

$2,099 

$2,Q» 

$1,966 



$1,349 

$2,298 

$1,895 

2L, 2P 

3L,3P 

31, 3P 

1L,1P 

2L,2P 


2L,2P 

2L. 2P 


hnp//wM.t 
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^^mpression 


UN'PCI/100 


Ethernet Switching Hubs 

HUBS.HUB9, HUB18,HUB32 


3Plus, 14 Inches /Vienna, 15 Inches/ 7Pius. 17 Inches 


FAX MODEM 


CARD 


#118 - 13982 Gamble Road, Richmond, B.C. V6V 2K2 
Tel: (604) 279-0320 Fax: (604) 279-0321 


ItjlljflijllllllJ 

[02109 












AUGUST 
Ad Closed: JuLtS 
Oistrlbution: Aug. 6 
Feature: Retailing Trends 
Hardware Focus: Networking 
Software Focus: POS Solutions 
Lab: Large Monitors 

SEPTEMBER 

Ad Closed: Aug. IS 

Oi5tribudon:Sept3 

Feature: Workgroup Computing 

Hardware Focus: Sound Technologies 

Software Focus: Application 

Development Tools 
Lab: Computers for Students 

OCTOBER 
Ad Closed: Sept 19 
Distribution: OcL 8 
Feature: Securitv 

Hardware Focus: Monltors/Dlsplays 
Software Focus: Voice Recognition 
Lab: Business Printers 

<f<tMtdc'aMComp\.ncv 

Wholesaler 


LAB TEST 


NEC PowefMate P2166M 


Estimated Street Price: $2,199 
Reseller Price: SI. 866 
Support For Resellers: 

Co-op adveriising- 
Reseller referrals. 

Three-year warraniy includes pans and labor. 

Dedicated technical BBS. 

Web site includes technical infomiaiion and drivers. 

Volume Discounts: Yes. 

Demo Unit Availability: One unit per reseller location. 

NEC's View Of The Market 

“PowerMate P2I66M and PowerMale P220()M provide corporate 
users with improved overall performance and faster multimedia 
processing, as well as a full suite of software manageability tools 
designed to significantly reduce the total cost of ownership" says 


Gord Neff, manager of systems 
products for NEC Computers 
Systems Division Canada. 

Editors' Notes: 

If your customers are looking for a 
system bearing it name you recog- 
nize and want a nice combination 
of popular components, the NEC 
PowerMate line of computers are 
just they you need. The model we 
tested was the 2520-24874C which 
consists of the following configuration: a l66MHz Pentium MMX 
processor, 256Kbps of pipelined cache, 32MB of EDO RAM. an 
ATI video card using the latest 3D Rage II chipset configured with 
2MB of SGRAM. a Sound Blaster 16 sound card, a 3.1GB hard 
drive from Western Digital and a Goldstar 1 6X CD-ROM drive. 



Etnpac Azura 


Suggested Retail Price: $1,950 
Reseller Price: 51.777 
Marketing Support For Resellers: 

Toll-free tie in to resellers. 

National advertising. 

Maintenance And Technical Relationship With Resellers: 

Two-year warranty includes parts and labor. 

Dedicated technical BBS. 

Web site includes dealer-specific space, technical info and drivers. 

System Strengths: 

■•Our system is cost effective, ready to build, customer configura- 
tion,” says Susan Hu, purchasing manager at Empae. 

Editors' Notes: 

The Azura system we received this month has a nice mix of com- 
ponents that will satisfy anyone looking to buy their first MMX 



system. Its configuration consists 
of a Pentium I66MMX processor. 

512Kbps of pipelined eache. an 
ATI 3D Pro Turbo +PC2TV video 
card with 4MB of SGRAM, an 
SB AWE32 sound card, and a 
Seagate 2,5GB hard drive. The 
ATI video card will provide good 
performance for most graphics- 
related applications, and will 
deliver high resolutions thanks to 
its complement of 4MB of RAM. The card also has the ability to 
redirect the PCs output to a large screen TV. This sy.stem also 
includes a Toshiba 16X CD-ROM drive and a GVC 33.6Kbps fax 
modem. A.s far as performance goes, the system scored 178 on 
our benchmark suite, which was pretty well the average for thi.s 
month's review. 


Suggested Retail Price: $2,299 
Street Price: $1,999 
Reseller Price: SI. 849 
Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

POP displays. 

Twivyeor warranty includes parts and labor. 

Toll-free tech support for resellers. 

Web site includes technical information and drivers. 

Demo Unit Availability And Restrictions: 

One demo unit per model per store location. 

STD's View Of The Market: 

"The Pentium TX Chipset is the latest Pentium chipset. With the 
enhancement of multimedia, this product is taigeied for the home 
user in the future when the price comes down," says Wilson Wai. 
project coordinator at STD. 


Editors' Notes: 

The system we received from 
STD this month is a great example 
of what you can buy for just under 
$2,000. Inside the box is a 
IfifiMMX processor, 5I2Kbps of 
pipelined cache and 32MB of 
EDO RAM. The video subsystem 
consists of an S3 ViRGE 3D video 
card equipped with 2MB of EDO 
RAM. Performance on this card 
will not be on par with that of the higher-end models, but it will 
meet the needs of most consumers. Multimedia is delivered with 
the help of the new and already popular 24X CD-ROM drive from 
Panasonic and the well known Sound Blaster AWE32 from 
Creative Labs. Storage needs are met with a 2.1GB drive from 
Quantum. With the included 33.6Kbps Wisecom modem, you'll 
waste no time getting on-line the minute you unpack the machine. 
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SDMS 

Canada’s No. 1 Point Of Sale Hardware Specialists 
For Today’s Business Needs 

The choice is yours . . . Contact your nearest SDMS representative today! 


Distributor for: 
Citizen 
Ceded 

^Cognitive Solutions 
*Eltron 
‘Epson 
FTG 

Indiana Cash Drawer 
Jarltech 
IMCOM 
Liberty 
Logic Controls 
Magtek 
‘Metrologic 
Minuteman 
NCI'Weightronix 
Preh Electronics 
‘Posh Mfg. Ltd. 

‘SDMS Ltd. 

*PSC-Spectra-Physics 

Star 

‘Strandware 

Symbol 

Tatung 

Timekeeping Systems 
TVS 

Ultrastat Inc. 

Unitech (UTA) 

‘Authorized Repair Centre 
(we service all of our 

PRODUCTS in-house) 



Your POS client just told you their PCS hardware is toast. 

Who are you going to call? 

As an Authorized Repair Centre for a number of the products we 
sell, SDMS also services and repairs, in-house, all the products in our 
product line. We will also service and repair hardware (in our product 
line) for your customers, even if we didn’t sell it to you. Down-time on 
any POS product costs your customers time and money. Why send a 
POS unit to be repaired to a person that fixes toasters, when you can 
have it repaired by people who know how to fix POS hardware. SDMS 
has been in the POS hardware business for 10 years, it’s our 
specialty. Give us a call, your customers will definitely appreciate it. 

We do more than just sell POS hardware 


.SDMS (BC) SDMS (ON) SDMS (PQ) 

#1 . 3531 Jacombs Rd. #1 , 1 100 Mid-Way Blvd. 365 Isabey St. 

Richmond, BC Mississauga. ON St-Laurenl, PO 

V6V1Z8 L5T1V8 H4T1Y2 

Tel: (604) 270-6787 Tel; (905) 564-4897 Tel: (514) 343-9998 

Fax:(604)270-4556 Fax:(905)664-5920 Fax:(514)343-4421 

Email: bc9sdms.ca Email; on@sdm6.ca Email: qc@sdms.ca 

1-800-677-SDMS 

Visit our World Wide Web site - http://www.sdms.ca 



100% 

Canadian Owned 
AND Operated 


POINT OF SALE HARDWARE SPECIALISTS 


LAB TEST 


Suggested ftelail Price: SI, 999 
tteseller Price: $1,839 
Reseller Authoruetioa: None. 

Maintepance And Technical Relationship With Resellers: 
One-year warranty inciudes pans and labor. 

Toll-free tech support for resellers. 

Volume Discounts: Yes. 

Demo Unit Availability: No. 

Editors' Notes: 

Daiwa computers are known for offering a lot of performance at a 
great price. The system we reviewed this month was no encepiion, 
featuring nothing but the best names in component: and finishing 
with one of the highest scores on our BAPCo benchmark suite. Under 

Comtronic A-Ppen 


Suggested Retail Price: $1,698 
StreetPrice: $1,528 
Reseller Price: SI,415 
Support For Resellers: 

Co-op advertising. 

Two-year warranty. 

Web site includes drivers. 

Demo Unit Availability: Yes. 

Comtronic's View Of The Market 

"It will be the entry-level of desktops in the coming days. Since 
we are using ‘tier one’ computer components, we believe this 
system is the most reasonably priced and reliable desktops," 

PackardBellCANPWZOl^^^^ 

Suggested Retail Price: $2,999 (including 15-inch monitor) 
Reseller Authorization: Yes. 

Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

One-year warranty includes parts and labor. 

Web site includes technical information and drivers. 

Editors' Notes: 

Packard Bell’s latest creation in desktop systems is the Platinum 2015. 
The system consists of a 166MMX processor, 256Kbp.s of pipelined 

Saifitack Pine 


Suggested Retail Price: $2,059 
Editors' Afotes; 

Computers from Samtack are well known under the Pine brand 
name. The system we received this month was a well-rounded unit 
that offers fair performance at a reasonable price. Included in the 
system is the 166MMX processor. 512Kbps of secondary pipelined 
cache, 32MB of EDO RAM, a Trident 9685 video card with I MB 
of DRAM onboard, a 16-bit sound card from Yamaha, a Goldstar 
16X CD-ROM drive, a 2.6GB drive from Fujitsu and an Acer 33.6 


the hood is a Pentium 166MMX 
processor, 512Kbps of pipelined 
secondary cache, and 32MB of 
EDO RAM. 

For the best in graphics perfor- 
mance. the system makes use of a 
Matrox Millennium video card with 
2MB of dual-ported WRAM 
onboard. Mullimedia accessories 
include a Sound Blaster 32 sound 
card and a 24X CD-ROM from 
Panasonic. For the ultimate in performance and storage capacity, note 
gel a 3.IGB hiU’d drive from Western Digital. Also included in the 
system is a 33.6Kbps fax modem from Wisecom to get your cus- 
tomers on-line right out of the box. 



says marketing manager. Elton Lam. 

Editors' Notes: 

This A-Open system from Comtronic features the requested 
166MMX processor, 512Kbps of pipelined cache and 32MB of EDO 
RAM. The 430VX chipset from Intel is situated on a motherboard 
from Acer, model AP5VM. Graphics are delivered with the aid of an 
S3 ViRGE video card with 2MB of EDO RAM onboard. The hard 
drive in this unitisaiow-costJTS 2GB model, ideal for anyone look- 
ing to save a few dollars when performance isn't the number one pri- 
ority. Rounding out the system are a slew of Acer components such 
as a I6X CD-ROM, a 33.6Kbps fax modem and an Acer FX-3D 
sound card. Performance on this machine was just slightly below the 
overall average, but the sy.stem’s price more than makes up for that. 


cache and 32MB of EDO RAM. For 
graphics, the PLT 2015 relies on an 
S3 ViRGE video card with 2MB of 
EDO RAM. Also included with this 
system is a 15-inch monitor, a 
Packard Bell model 2020. Storage 
comes In Ihe form of a 2,1GB hard 
drive from Seagate, and a 1 6X CD- 
ROM from (joldsiar. A differentiat- 
ing features of this system is the vast 
amount of software included. 



Kbps voice/fax modem. The 
machine managed to achieve a 
score of 165 on our BAPCo suite; 
slightly less than average due 
greatly in part to the slower 
Trident video card. Overall, this 
machine would make a great 
starter system for any home, espe- 
cially considering its low price tag. 
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DFI System Boards for accelerating new multimedia applications 



Intel® Processor- Based 




686IPK 


System Boards 


Supports ACPI and OS Directed 
Power Managment 
Ultra DMA/33-data transfer rale 
up to 33MB/sec. 

Equipped with a switching power 

module that supports 2.8V, 2.9V, 

3.2V, 3.3V and 3-5V 

Two DIMM sockets using SDRAM 

for enhanced performance 

Modem ring-on 

ATX power connector 


Supports ACPI and OS Directed 
Power Managment 
Ultra DMA/33-data transfer rate 
up to 33MB/sec. 

Equiped with a switching power 

module that ranges from 2.5V to 

3-5V, 0.1V per step 

Two DIMM sockets using SDRAM 

for enhanced performance 

Modem ring-on 

ATX and AT power connectors 


• Equipped with a 10 ampere low 
heat dissipation switching voltage 
regulator that supports 2.SV to 3.5V, 
0.1V per step 

• Two DIMM sockets using SDRAM 
for enhanced performance 

• Supports USB, IrOAand DMI 
functions 

• Low cost, high performance VX 
System Board 


• Equipped with switching voltage 
regulator that ranges from 1.5V lo 
3-5V 

• ECC and parity check supported 
L • Supports EDO DRAM 

I • Supports USB, DMI and IrDA 
I functions 
I • ATX form factor 

Visit our website 


W^ww^icmoce^com 


"Components 

|~AX 


system board distributors 
please call 

1 - 888 - 294-7130 


P- ^liar WuraaM 


iESSu 







LAB TEST 


Suggested Retail Price: $2,385 
Street Price: $2,295 
Reseller price: $2,095 
Reseller AuthorKalion: Yes. 

Support For Resellers: 

Co-op advertising- 
Markeiing funds. 

Three-year warranty includes parts and labor. 

Toll-free lech support. 

Dedicated technical BBS. 

Demo Urtit Availability And Restrictions: 

Demo units are available to volume resellers only. 

Mynix's View Of The Market: 

With the Intel 430TX chipset and the Ultra-DMA/33 hard disk, 
this system i.s top of the line in the Pentium Class system, says the 
company. 


Editors' Notes: 

Not only did the .system make it 
through the entire benchmark 
suite, but it did it flawlessly on the 
first try with no system hangs or 
glitches whatsoever. Not only 
that, but it managed to achieve the 
highest score of all the systems in 
this month's roundup, finishing 
with an overall score of 198. The 
system consists of a i66MMX 
processor. 5 1 2Kbps of pipelined cache. 32MB of EDO RAM. and 
the new 430TX chipset from Intel. For lightning fast graphics, the 
system uses a Matrox Mystique video card with 2MB of high- 
speed SGRAM onboard. Storage space is anything but sciirce with 
this 4.3GB Quantum Fireball ST. Rounding out the system is a 
BTC 12X CD-ROM drive and an ESS 1868 sound card. If you're 
looking for the ultimate MMX system, get this Mycomp Vantage. 



Suggested Retail Price: $2. 198 
Street Price: $!,998 
Reseller Price: SI. 895 
Reseller Authorualion: 

Ultinet requires a completed reseller application with a provincial 
tax permit. 

Support For Resellers: 

Reseller referrals. 

Toll-free tie in to resellers. 

Two-year warranty includes parts and labor. 

Toll-free tech support. 

Volume Discounts: Available for large orders. 

Demo Unit Availability And Restrictions: 

Demo units must be paid for in advance, with a refund issued on 
return of the product. 

Ultinet 's View Of The Market: 

The company says this system will become the de facto entry level 




produci by the end of the year. 

This is a high powered all purpose 
computer at an entry level price. 

Editors' Notes: 

Ultinet ha.s once again managed to 
build a system that packs a punch 
when it comes to raw performance 
and provide high quality compo- 
nents at the same time while main- 
taining an aggressively priced 
machine. This month's system is 
powered by a I66MMX processor. 512Kbps of Level-2 cache and 
32MB of EDO RAM, all on a 430HX-ba.sed ASUS motherboard. 
The use of a Matrox Millennium video card with 4MB ofWRAM 
onboard and a 3.2CB Quantum Fireball hard drive helped this sys- 
tem to achieve a high score of 187 on our benchmark suite. Also 
found in the mini-tower of this machine is a high speed 24X CD- 
ROM from Panasonic, a Sound Bluster 16 sound card from 
Creative Labs and a USR Sport.sier 33.6 Kbps modem. 




Performance 

This month's top performing system was the Mycomp machine from Mynix Technology. The machine has everything your cus- 
tomers could ask for. from a great video card to a super hard drive to an excellent price with a three year parts-and-labor war- 
ranty. For top performance on an MMX machine. Mycomp has it all. 

Price/Performance 

Without a doubt, the award for best price/performance this month goes to the A-Open system from Comtronic. For just over 
$1,400 your customers gel a complete 166 MHz MMX system with a 2.0 GB hard drive, a I6x CD-ROM, and a 33.6Kbps modem. 
If you're looking to sell a starter system that offers full multimedia capabilities but doesn't want to break the bank, this is the 
system for you. 

Overall 

The PowerMate P2166M from NEC impressed us very much with its combination of quality components, good performance and 
anractive price tag. It features an excellent hard drive — a 3.1GB Western Digital, a zippy 16X Goldstar CD-ROM and an ATI 
3D Rage II video card with 2MB of SGRAM onboard. If a name brand computer is important, and you want a good overall 
machine with a competitive price and warranty, the PowerMate P2I66M is an ideal candidate. [i;h' 

Sieve Halinda, Tim Bingham-Wallis and Jazz Bhooi an CCVPlr Lah Test Editors. The can be reached al 1416) 535-8404. 
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^ Number crunching^ 
graphics generating, 
data processing, 
presentation creating, 
information storing 
c performance! / 




f Go ahead, 
check out I5M, AST. 

Digital HP. NEC. 
w and Compaci*, f 


for a dealer near you, 
(Check out our web site at: 

. www.sceptretech.com)^ 


•If we sound confident, ^ 
it’s because the Soundx 4000, 
our previous model just beat 
k their best in an independent 
X NSTLtestI 


1-S00-7&6-2676 




Soundx 4500 


Power Configuration: 

166 MHz Pentium Processor 
with MMX Technology 
32 MB RAM 
2 GB HDD 
$3,895 MSRP 


Pentium 


Get extreme at Comdex Canada. Toronto. 
July 9-1 1 , Booth 2433, Toronto, ONT. 


EXCELLENCE FOR ALL THE WORLD TO SEE 


LAB 


FEATURE 


Is Thinner Always Better? 

What are the advantages of flat panel displays over CRTs? 

What are the differences between LCD offerings? bySMHM,d„ 


The world of personal compuiing over ihe Iasi 
few years has been witness lo a multitude of 
new products, many of which have promised to 
revolutionize the way we work with our com- 
puters. Some have undoubtedly delivered on 
their promises, while others are nothing more 
than a faint memory. The history of technolog- 
ical advancement has made it evidently clear 
that the measure of our progress forward is 
often directly related to our miniaturization 
abilities. It's true — ihe world around us is 
shrinking at a phenomenal rate, and we can't 
help but sit buck and marvel in awe. 

This month, our Lah Test includes a brief 
report on the rapidly developing world of flat 
panel displtiys. Initially, these devices were 
used primarily in laptop computers, but are 
available today in standalone formaw. ready to 
act as replacements tor your desktop monitor. 
Or are they '’ 

Flat panel displays have several advan- 
tages and disadvantages when compared to 
traditional CRT (cathode ray tube) desktop 
monitors. First, we have the very obvious 
issue of desktop space. With a flat panel dis- 
play. you itnly need about one quarter of the 
overall space that you would otherwise need 
with a typical desktop monitor. These units 
arc quite thin, measuring anywhere from 1.25 
to 2.5 inches for the actual panel, and an extra 
couple of inches for the base at the bottom of 
the unit. If desktop real e.staie is of great 
importance to you, one of these displays can 
be nothing short of bliss. Aside from being 
thin, they arc very light, weighing in at 
approximately 10 lo 12 pounds (less without 
the base). Compare that to a typical 17-inch 
monitor which weigh.s over four or five times 
that amount, and you quickly begin to realize 
that portability is a key advantage with these 
units. Should you ever need to move them 
from one place to another, you can easily do 
so wilhoul worrying about it being too heavy 
lo handle. Quite often, the bases on most dis- 
plays can be detached, making them ideal 
candidates for mounting on walls. 

Inside a conventional monitor is an elec- 
tron gun. a mask and a glass screen which is 
coated on its in.side with color phosphors made 
up of red, green and blue. When the electron 
gun tires the eleclntn hetims, the mask is used 
to shield and direct the beams into the individ- 


ual phosphors. When the beam hiLs these phos- 
phors. they glow, and in return we see the pix- 
els light up on the monitor. The colors we see 
are determined by which of the phosphors are 
hit with the electron beam. Flat panel displays, 
on the other hand, do not have an electron 
gun. In the simplest of terms, think of the 
flat panel display as a large grid made up 
of millions of tiny transistors. Each indi- 
vidual pixel on the screen is controlled by 
three transistors, one for each primary 
color. This technology offers several ben- 
efits over the CRT design. First and fore- 
most is the radiation which is encountered ii 
CRT displays. Since there is no electron gun 
present and no high voltage sources required. 
Hat panel displays are ideal for situations 
where radiation emissions and static are cru- 
cial such a.s in hospitals and laboratories. In 
CRT monitors, high voltage levels in the range 
of 15 to 30 kV (thousand volts) are present 
inside the unit. Flat panel displays con- i 
sume significantly less power than any 1 I 
desktop monitor. The average consump- I 
lion for these uniLS seems lo be in the 
realm of 30 to 35 wail.s (W|, a.s opposed to 1 
an average 1 7-inch monitor which normal- 1 
ly consumes up to 120W. ' 

The biggest drawback to a flat panel 
display is the price tag associated with it. 

The models we reviewed were each well over 
$2,000 for a 14-inch design. Those with larger 
viewable areas in the 17-inch or higher catego- 
ry can cost upwards of $8,000. Fujitsu'.s 
Plasmavision 42 is a latge-screen model with a 
viewable 42-inche.s measured diagonally. It has 
a list price of US$13,999. Aside from the high 
price tags, image quality is another issue with 
these flat panels. At the present lime, with the 
technology currently found in these units, the 
picture quality is not as good as on CRT dis- 
plays. Viewing the same image on both a 
CRT monitor and LCD panel will reveal 
variations in color and sharpness. While 
some of the newer models boast exception- 
ally bright and vivid displays, it will be 
quite .some time yet before they replace 
desktop monitors. COT 

Steve Halinda is a Lah Test Editor for 
Canadian Computer Wholesaler. He can hi 
reached at Steve® tcpon.com. 


- \ 


Models Reviewed: 

Hewlett-Packard 

HP's first sneinpt are flat-panel display comes in the 
form of dris 14-inch modal. With a diagonal measure- 
ment larger then most i5-lnch 
monitors, this LCD panel can dis- 
play resolutions up to 1,024 by 
768. The on-screen controls are 
u work with, and offer a 
variety of different configuration 
options. Text was sharp and clear, 
id graphics were displayed in 
bright colors. The unit has a sug- 
gested retail price of $3,726 and 
comes with a standard one-yeer 
on-site parts and labor warranty. 
Idewlett-Packarii Canstfs, i-B00-3B7-3BS?, 
httpJ/w/mv.hp.coml 

NEC Multisync LCD400 

The Multisync LCD4(I0 frgm NEC is an excellent 
rb engineering and design, combined 
laiures not found on competing products. Of 
St notable features on this model is what NEC 
has termed 'FullScan' capability. 
This allows you to use any reso- 
ludon supported by the LCD400ln 
full screen mode, without a black 
border around the screen. What 
this means is that if you were 
running in 1,024 by 768 in a 
Windows environment and you 
opened up a DOS box, you 


screen. This is e feature not available on the other 
two models we tested. The LCD400 supports resolu- 
tions up to 1,024 by 768 at 75He vertical refresh rates. 
It has an estimated street price of S3, 899 and is cov- 
ered by a three-year limited warranty. NEC will begin 
shipping Ihe LCD400 In August of this year. 

INEC Technologies Ceneda, 1-800-3EB-0i7B, 
httpd/www.nec.coml 

Philips Brilliance 4500AX 

The 4500AX from Philips is a 14.S-inch viewable panel, 
capable of resolutions up lo 1,024 by 768 with a flick- 
ree refresh rate of 75Hz. it 




(416)292-5)67, httpd/wiMv.philips.co 


common on most CRT mon'itors. 
The unit itself, without the base, 
weighs only 7.04 pounds, mak- 
ing it easy to transport at any 
time. The Brilliance 4500AX 
goes one step beyond the other 
two modets we leaked at by 
integrating speakers into the 
LCD panel. 

os Electronics Canada, 
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UUR NEW SOHO HUB COMES WITH A 
FREE PCI Adapter. That Should Make 
Even Your Toughest Customers Happy. 



• DesipicJ just for Small Office Home 
Office (SOHO) envircnraenl!,, the 
new Kingston' ElhcRa" SOHO huh is 

convertienc, reliable, and affijtdable. 
The perfect soliitkin for >mall office and home office 
users. And now when you buy a SOHO huh, we'll mss 
in anadapier-FREE. 

Uncompromised Ease-Of-Use 
Available in 5- and 6-pori configurations, our 
fuii'feaiured SOHO hubs are easy to insrall and 
tiouble^out - no networking experience required. And 
coo, thanks ina pocket-sired form faccorand an optional i 
Plus, an integrated hub-to-hub ccosiover port ensures tht 

Highe 


King-si 


mbines 





Buy this 

Get this free 

5- Port EtheAx SOHO 
Ethernet Hub (KNESTP/Hj 
Aesehr trice: m 

rioBASE-T PCI Qlent 

1 ElhernecAiibipter(KNE30T) 

1 AeMterPncei {)? 

(^*^TPrH) 

; Ed^MAdapwr^NEJOeT) 

n-line keyboanJ power cable. 

INGRAM 

Call it peace of mind, every 
warranty and toll-fcee techni 
just a toll-free call away at 
Networking doesn't have 
Kingston makes ic e-usy. 

erti 

merisJl. 

Biw 

US at (800)567-2530 Visit our Web s 


create the hi^tesc performance, high- 
esc value Ethernet jieoduccs available. Mfl 
The lesult? Actmctive margins for you. 
appealing pttces Ibr your customers. 

Certified Compatibility 

Certified by leading Network Operating Syste 
Lktil.ipvTs, Kingston's EtheRx adapters come wii 
mote than 30 drivers for seamless integration wii 
all popular network configurations. 

Lifetime Warranty And Free Technical Support 




Our ex 


KiiMJStol 


For immediau deliveiw oi 


re m/oTtmriion coif us 
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hy Paul Weinberg 


W here are ihe fabled scores of 
mobile professionals who were 
supposed to roam around Ihe ^Inbc 
with their laptops, cellular telephone and/or 
personal digital assistants (PDAs) — faxing. 
E-mailing and sharing data with the office? 

"For five years we have been promised 
these solutions but they have never really 
materialized," says Iain Gilloit. director for 
wireless and broadband networking at the 
Austin, Tex, -based office of International 
Data Corp. Gillott blames the lack of greater 
presence for wireless computing on a numher 
of factors; varying standards by different cel- 
lular vendors, services that may be available 
in Austin but not in Montreal, premium pric- 
ing. and, consumer resistance to lugging 
around all that hardware on trips. 

Wireless E-mail 

The problems lie not with the cellular phones 
but with the wireless modems which are sup- 
posed to access E-mail, says Gillott. "It is 
hard to do. I have to gel my IT department 
involved. Then it isn’t plug-and-play but 
plug-and-pray." 

The industry continues to produce inter- 
esting products like the Nokia 9(100. a PCS 
digital cellular lelephone/PDA available from 
the Finland-ba.sed Nokia. It contains a full 


slate keyboard and screen. But the cost will 
be in the thousands once it is available in 
Canada, says Chander Dhawan. president of 
the Toronio-hased Doinct Mobile Computing 
and author of "Mnhile Cnmpiiiinx: A Systems 
liiiegniior's Hiiiiilhttiik." "None of these 
devices have the final form factor which con- 
sumers will accept. They iu\: too big or bulky. 
These problems are not insurmountable. How 
do you puck so inuch functionality at a rea- 
sonable cost into a small space?" 

"People are seeing 
(wireless) as a viable 
means of putting in 
real-time tracking 
in the warehouse, 
as opposed to 
using paper." 

— Jeff Lem 


Gillott is skeptical of efforts to marry the 
telephone and the computer, when the two 
have separate, distinct functions. "I carry a 
phone because I want to talk to pcttpic and I 
carry a laptop because I want to work. I don't 
carry anything else (while on the road)." 

Wireless E-mail is now available on cel- 
lular phones and pagers. The Interactive 
Piiger. developed by the Waterloo. Ont.- 
based. Research and Motion, for instance, 
allows for E-mail mes.sages to be sent or 
received at a remote locution outside such as 
an airport. In addition, connection can he 
esiahlishcd with the office via the Iniemei for 
product information. 

Cellular phones and pagers function 
well if they serve as "niuifying devices." says 
Gillott, providing abbreviated information 
like sn>ek tjuolalions. the weather and short 
messages from the ol'lice. Service tind repair 
are two vertical applications, but these 
devices would never replace a laptop. "I am 
not going to read a five- or lO-page E-mail on 
a small .screen," he adds. 

Wireless LANs 

Wireless IckuI area networks however, are 
starling to make inroads into the warehouse 
and distribution business where simill and 
rugged data collection or pen-ba.scd devices 
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WIRELESS COMPUTING 


linked to servers in the office can be used lo 
track thousands of merchandise in shipping 
and receiving. 

It is mainly the large disiribuiors which 
are adopting wireless LANs because of the 
financial payback from a more efficient just- 
in-delivery system, a.s well as the possibility 
of eliminating unnecessary labor costs, 
according to Jeff Lem, systems specialist for 
Q.Daia Inc. The Markham. Ont. -based sys- 
tems integrator designs the software interface 
that links handheld devices manufactured by 
Norand Data Systems Ltd. with one of the 
available warehouse/disiribution packages on 
the market. Clients include The Liquor 
Control Board of Ontario, hut somewhat iron- 
ically, not many PC distributors, which have 
been slow to introduce wireless LANs into 
their operations, he says. 


"Wireless has been around since the 
Second World War, but it is starting to be 
embraced and accepted in the workplace 
because of the spread of cellular phones. 
People are seeing it as a viable means of 
putting in real-time tracking in the ware- 
house. as opposed lo using paper." 

In many cases. Q.Data's integrated solu- 
tions are communicating with legacy main- 
frame systems in the diem's head office, says 
Lem. His company will also provide wireless 
wide area networking solutions which rely on 
satellite technology. Typically, a company 
will only go wide area if they want to link 
with sales or delivery people over a wide 

But these are still very specialized verti- 
cal markets. So far. there is not enough mar- 
ket demand for wireless LANs within the cor- 


porate and government accounts to warrant 
the aiieniion of neiwork-orienied VARs like 
Tom Ailuru. general manager for Tommel 
Computers and Communications in Toronto. 
"I have hud home users even inquire about 
cellular modems. But most of them start look- 
ing at the costs and figure it is not w-orlh it. 
Very few people go beyond an alphanumeric 
pager." 

But ailiuides among end-users are bound 
to change once the realization sets in that 
wireless technology can help fill existing data 
transmission gaps within organizations, says 
John Montgomery, responsible for sales and 
marketing of mobile wireless systems at the 
Markham, Ont. -based IBM Canada Ltd. 
"There is an opporlunily for the properly 
skilled VAR to offer some value and serviee.s 
in the design, cunfigurulkm and insialluiion 


Will Digital PCS Mean More Business For You? 

by Paul Lima 


As Canada's wireless communication industry goes digital, greater opportu- 
nities lor computer resellers are emerging. Today, 2.8 million Canadians 
(which is 12 per cent penetration) use cellular phones. By 2001, 20 per cent 
cf Canadians will use wireless communicatiDn devices and Canadian mobile 
telephony revenue will exceed SA.S billion annually, according to research 
group The Yankee Group, in Ottawa. 

Corporate downsizing, combined with the growth in home-based busi- 
nesses, means busy people with limited support staff are using wireless 
devices when on the road to stay in touch with the office, clients and suppli- 
ers. In additlcn, individuals concerned about safety while travelling have also 
armed themselves with cellular phones. "Wireless products and services are 
revolutionizing the telecommunications industry," says Roger Poirier presi- 
dent, Canadian Wireless Telecommunications Association. "The mobile 
office is a reelity. And through PCS (personal communication services), indi- 
viduals will soon have one telephone number for all their communications 
needs — from voice and messaging services, to fax and data transmission 
— anywhere, anytime.” 

Cellular Versus PCS 

In Canada, there is one national cellular carrier — Cantal AT&T (formerly 
Rogers Cantell — and a series of provincial cellular companies that have 
formed a national consortium under the Mobility Canada umbrella. Bell 
Mobility, serving Ontario and Quebec is the largest Mobility Canada mamber. 

No matter which network you join, you can place calls to and receive 
calls from wired Hand-line) phones and other wireless networks. 

Analog cellular from Bell Mobility and Cantel operate on the 800MHz 
cellular band (radio frequency). Analog networks have limited capacity and 
cellular users in mejor urban areas frequently have difficulty connecting to 
the network during peek periods. To alleviate network congestion and to 
encourage investment in new technology. Industry Canada awarded PCS 
licences to Clearnet Communications Inc. and Microcell 
Telecommunications Inc., as well as to Bell Mobility and Cantel. 

Digital from the ground up, PCS networks operate at the I.SQHz radio 
Irequency. Digital PCS provide users with improved voice transmission, ser- 
vices such as caller identification (visual call waiting and calling line ID), 
short massaging services (the ability to send and receive pager-like mes- 
sages) enhanced caller privacy and reduced fraud. 

Then There's Mike 

The growth in digital wireless communications goes well beyond voice and 
short message services. ‘Mobile radio is growing rapidly driven by techno- 
logical innovation," says Poirier. He cites the launch of Mike from Clearnet 
Communications as an example. 


Operating in the Windsor to Quebec City corridor, Mike is Canada's first 
enhanced specialized mobile radio service (ESMR). Mike integrates a wire- 
less phone, pager, mobile radio and other business applications in one hand- 
set. Mike will soon be available in Vancouver and Canadian users can oper- 
ate Mike handsets in over 200 American cities. 

Mike Does Data 

Of interest to computer resellers is the fact that Mike handles data. And it 
does it without the sddib'on of expensive PC Card modems since the modem 
functions required for data communications are integrated into the all-digrtal 
Mike iDEN network. To send and receive data or faxes from a portable com- 
outer, all one has to do is connect a data-ready Mike Motorola handsets to 
the computers standard RS-232 communications port. 

Armed with notebooks or palmtop computers and data-ready Mike 
handsets, sales representatives, service technicians and other road warriors 
will be able to send and receive faxes, transfer data files and E-mail between 
portable computers and corporate networks, intranets, CompuServe, 
America Online and the Internet at 9,600 bits per second initially. 

These data communication services, combined with Mike's voice, pag- 
ing/messaging and two-way group or private radio services, mean Mike cus- 
tomers receive more wireless services tiian cellular customers — using less 
hardware. Modem functions integrated into the network mean Mike data 
users experience quicker call set up connections, faster data transmission 
speeds and more reliable data transmission compared to cellular data users. 
VAB Opportunity 

"The simplicity of the system is going to drive sales,” says Greg Jorritsina, 
manager, Clearnet VAR channel. 

He also says Clearnet is actively seeking computer resellers, including 
VARs, system imegralors and software developers, to create value-added 
products and services that will run on the Mike network. 

"Using the Mike network VARs can now enhance the scope of report 
access solutions horizontal and vertical markets.” says Jorritsina. 

All products and service developed by third parties to run on the Mike 
network will be tested, approved and supported by Clearnet. Clearnet is ‘not 
so much building a VAR program as it is building a solutions funnel" that will 
benefit the end-users, resellers and Clearnet, says Jorritsina. 

So if you thought wireless meant people talking to each other over a 
cellular phone, think again. Digital wireless may mean enhanced sales and 
expanded margins for computer resellers. Cm 

Paul Lima Itiko&idirectcoml is a freelance writer specialiimg in high-tech 
and communications issues. 
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WIRELESS COMPUTING 


of a wireless LAN in their existing customer 
environments, where they have already pro- 
vided the network, server and a lot of PCs." 

Wireless LANs are not about to replace 
the existing cabled infrastructure within 
enterprise networks hut it could cut out some 
of it, reducing costs and sim- 
plifying internal planning in 
the process, he says. Viable 
options include improved 
building-io-building commu- 
nication between two LAN 
segments a few miles apart 
and the establishment of links 
with an office in an older his- 
torical building or a harsh 
environment such as an 
industrial site. 

"There are occasions 
where there is either a right- 
of-way, which can't he physi- 
cally cabled or it is too cost- 
prohibitive,” he suggests. 

Also, enterprise net- 
works were designed for 
employees to share data at 
their desktop PCs. But plenty 


of anecdotal evidence Indicates that many 
people at work spend much of their lime 
away from their desks in meeting rooms, 
which often lack Ethernet or Token Ring 
ports that would facilitate connection to the 
network server. A wireles.s LAN solution. 


says Montgomery, "provides employees 
access to enterprise data when and where it is 
required, so as to provide that level of mohil- 
ity within an enterprise.” 

Meanwhile, PDAs and handhelds might 





V lease on life with wireless sup- 

To enter the wireless mar- 
' ket, VARs are going to have to 
I expand their understanding of 
' telecommunications, says 
! Dhawan. Already, the cellular 
; telephone vendors are starting to 
I establish partnerships with 
I application providers in the PC 
' reseller community. "VARs will 
have more opportunity down the 
road, but it is not going to come 
. in a big rush like the Internet. It 
is going to lake lime: it is going 
to be slow and steady." CM 

I Paul Weinberg is a Toronto- 
based JournaiisI, specializing in 
. high-technology reporbng and 
i business. He can be reached at 
i pwembg@inlerlog.com. 
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Taiwan's Computex spawns 
slew of praducts 

by Douglas Alder 

Taiwan is well known for such products as 
nioiherboards. notebooks, cases, power sup- 
plies. keyboards, scanners and countless other 
computer pnxJucls. Here is a brief sampling of 
some of tlie technologies that were on display at 
the recent Computex computer show in Taipei. 

Chips 

I saw a new chip called the C6 from IDT. 
which aims to challenge Intel on the low end 
of the Pentium scale, including MMX tech- 
nology. The company's goal is to have a chip 
out within a couple of months that will be 60 
to 70 per cent of Inters pricing. The 
California company was in Taiwan promoting 
their chip to the motherboard inDnufaciurers. 
[inipMwww.cemiech.iomj 

The Land Of The Scanners 

Acer. Umax. Optrox. Mustek. Scanlek and 
Plustek all had new uniLs. The difference 
between each unit would need a full Hedged lah 
test 10 determine. A couple of pnxlucts of note 
were a very pleasingly de.signed. including the 
Paperport-cione, sheet fed scanner from Acer's 
Vuego division. 1 got a glintpse of Pluslek's new 
A3 sized scanner under wraps in their booth. 

lhup://\<.‘w\\‘MpU<mi.l\s/scamwr: Oplivx 
— H86-.i-572-797‘J: Mustek — hllp:/Avnv. 
iiiusick.i’iim.livt 

Notebook Computers 

Bigger and smaller were the two trends 1 
noted. Mitac was showing a humongous 14- 
inch screen notebook. These units are starting 
to look like desktops instead of portables. 
Seriou.s weight and power requirements are 
attached to this type of display. 
lblip://\\H\\.miiui.t'om. nij 
Around the show were two or three units 
of the new Toshiba Libretto sub-sub notebook. 
The idea of these computers is to pack full- 
sized notebook features into something just a 
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lad laiger than a Windows CE HPC. The 
Toshiba is an uttraeiive little unit, hut I found 
the pointing device and .small keyboard made 
it almost unusable for my sized hands. 1 under- 
stand the unit in North America will have a 
larger keyboard. I was grateful for the almost 
full-sized keyboard on my Newton 2000. 

i got a glimpse of a new machine from 
Mil.subish: called the Amity CN. This sub- 
notebook is scheduled to appear in August in 
North America. The keyboard on this unit is 
far more attractive than the Toshiba Libretto. 
Il is a little hit larger, but the fact that is it was 
useable made the extra weight worthwhile. 

iTiishiha — M-ww.losliibii.viim: 
Milsiihishi — irww.milsiihishi.coml 

A small company named Doiop, htid a 
I'nur-porl Ethernet hub on a PCI boiird. By 
eliminating a power supply and box. they cun 
shave the price down to SUSdd at retail. This 
compares with SKX) to S139 current pricing. 
The owner claims to have a patent pending on 
the idea. 

(Dmop Company Ud. — 886-2-218-2123, 
E-iiiiiil: mfo.'ih.lopS'domedUi.com.rii-) 

Input Devices 

I must have seen a dozen small manufacturers 
of little handwriting recognition puds. These 
little surfaces are about two by three inches and 
allow the user to input drawings or signatures 
into your computer. Using the devices launch- 
es a pseudo clipboard program which stores 
input until the user .selects the program into 
which they want to paste. Using this technique, 
they can integrate well with any program that 
accepts graphics, including word prircessors. 

iGoiiip Infonmilion — hllp./Aiww. 
golop.nmi: CRK Technology Corp — 
hup:/A\\vw.ire.iom.lwi 

Palmtops 

1 wandered past Motorola's booth and they 
had an interesting display of the Dragonball 
chip. This is basically a 680(K) chip, the one 
used in the original Mac Plus, scaled down to 
minimize power eonsiimpiion. USR is cur- 
rently using this chip in il.s wildly successful 
PaImPilol handheld organiz.er. Moloaila has 
put together a tool-kit called PP.SM. to allow 
other vendors to build competing products. 
There were two Taiwanese companies show- 
ing off a variety of Pilot-clone products. Note, 
these products will probably .sell at subsiaii- 
lially lower prices than the USR unit, and will 
not be software-compatible with the Pilot, but 
will probably do many of the same things. 

(Umax suhsidiory. Elen tnfoniiiilion .S'v.r- 
lems—02-2m-2m. E-nuiil susiehis’elen.aminc: 
Palniiix Technology — 04 321-5550, E-mail: 
pcilmaxiffipisi.seed.nei.iw: Moiomhi — 
hllp:/Anyw.moloml<i.com) 
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Column 

Another hopeful sign for PDA users is 
the emeigencc of higher and higher density 
Flash RAM cards. 

1 for one was pleased to .see 64MB cards 
available and 128MB on the way soon, 
though they arc siiil prohibitively expensive. 

Web TV Boxes 

Sampo had a box which claimed to run the 
DIBA operating system. Unidnunaicly. the 
company didn't plug the thing in for demos. 
This highly acclaimed, but slow to market 
product is a competitor to Microsoft's WebTV. 

A unit that show visitors could actually 
try was Irom Proton Electronic Industrial Ltd. 
(886-2-953-.S8.38-9) Il seemed a little rough 
around the edges and there was no where to 
just type in a URL. You had to return to a 
home page to do this, rather than having a 
space always available on screen for this func- 
tion. The unit is supposed to be available 
some lime this month for less than US$300. 
Ihllp./Ayww.sompo.conuwi 

Macintosh Stuff 

Not much was on display for avid Mac fans. 
Umax, of course, was there with some new 
machines, but more emphasis was on a new 
line-up of high-end graphics PCs Umax is 
making. This company is dermiiely hedging 
ils bets against any failure in the Mac market. 

Tatung, which also has a licence to do 
Macintoshes has a similar approach. The 
company did have a couple of samples of 
planned CHRP Mac compatibles in ils booth, 
but the people 1 sptike with seemed unclear on 
the CHRP strategy, now that Windows NT for 
the Power PC chip has been scuttled. 

(Tanoig Canada — IblU) 736-2198, 
lillp:/An\'u\uiumg.coin/lw) 

There were a cuuple of small keyboard 
vendors offering ergonomic Mac keyboards. 
This will be a relief to those who have tried 
the keyboard from Adesso and found it sub- 
standard. 

iSimiig Man Emeq>ii.\es — 8S6-2-276- 
5390-2; Ezkey Corp. —hllp:/Avn-Ked:ey.conuwl 

Digital Cameras 

Long the stronghold of Japanese camera man- 
ufacturers. digital cameras are just now starl- 
ing to show up from Taiwanese companies. 1 
saw units from Mustek and Umax. The Umax 
PhoioRun camera was the most unique. It was 
very small and thin with a projected retail 
price of US$250. The tiny size is achieved by 
using 2MB compact RAM cards for storage. 
(hilp:/A\‘n-\x;iiiiiu.\-.coml CT 

Doiigla.i Alder i.s Puhikdier of Canadian 
Compuler Whole.mler. He cun he iviiched al 
puhlisher@lcp.ca. 
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See how and why the Internet; 
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of your competition in the Internet age. 
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> Business Processes on the Web 
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Sales & Marketing on the Internet 


INTRANETS . 


Intranet Knowledge 
Void Waiting To Be 
Filled By VARs 



The next wave of IT is washing over the 
entire industry and in its wake is appearing 
a new model of computing that brings users 
closer to that long strived for concept; ease 
of use. If you haven't at least heard of 
intranets; then you've probably been on a 
different planet for the past year. 

Intranets are the hottest new model of 
corporate network computing that takes the 
user-friendly best of what the Internet has to 
offer and applies it to the often stodgy cryp- 
tic environmeni.s of business. 

For the uninitiated, intranets are net- 
worked environments created on corporate 
LANs and enterprises utilizing Internet- 
type tools and technologies. Intranets are. in 


fact, private networks that incorporate the 
protocols, processes and standards found on 
the public Internet and are, among other 
things, designed to: 

• provide the ability to quickly deliver 
information to corporate users, 

• provide users with networking technolo- 
gy that is easy to learn and use, 

• offer the ability to connect virtually 
unlimited numbers of users. 

• be manageable and controllable, and. 

• be inexpensive. 

Like the Internet, TCP/IP is the prima- 
ry protocol of intranets and provides the 
necessary interoperability base for all types 
of network operating systems. Browsers 
serve as the front-end client for accessing 
corporate information that, in an intranet, 
has the look of a World Wide Web-like 
environment. 


Intranets boast the Web'.s ease of u.se. 
Corporate information can be strewn across 
Web site-type locations so that information 
access and communication between corpo- 
rate users in an intranet boasts the simplici- 
ty of similar functions done on the Internet. 
In fact, it’s just like surfing the Web. 

Best of all. intranets are what the 
Internet is not — a secure and safe place for 
conducting busine.ss. Corporations can con- 
trol who has access to what and the type of 
information which is available. Companies 
that currently operate some of the largest 
and most famous corporate intranets, 
include: Digital Equipment Corp., Ford 
Motor Co., Federal Express. Levi Strauss 


and George Weston Ltd. 

While mostly limited to document 
sharing applications now, many industry 
experts and analysts are convinced intranets 
are stepping stones to a complete revolution 
in the private network indu.stry and a whole 
new generation of applications such us net- 
work management, and directory and file 
management. 

“In Cisco’s opinion, the move towards 
building intranets is the single largest shift 
in IT strategies that we believe has occurred 
in the last 20 years," said Rob Lloyd, gener- 
al manager of Cisco Systems Canada Ltd. in 
Toronto. "As a provider of key elements of 
intranet plumbing and also of intranet secu- 
rity, this is a market that we are interested in 
accelerating as quickly as possible." 

According to Lloyd, studies he has 
.seen indicate the total expenditures on 


intranet technology deployment by busi- 
nesses will exceed those for Internet tech- 
nology deployment by a ratio of 4; I in the 
next five years. "From Cisco’s perspective 
in Canada. I’m seeing that start to be 
reflected in the nature of the business we’re 
doing. Not at the 4:1 level,” Lloyd said, 
"but we're seeing very rapid acceleration in 
the backbone switching adoption rates, the 
sizes of projects, the amount of security 
products and firewalls we’re selling.. .and in 
the focus on scalable bandwidth and net- 
work management." 

So is there an business opportunity for 
heads-up VARs in this goldmine that is net- 
work computing’s next wave? 

Absolutely. 

It's in the area of services rather than 
products, where the real motherlode exists. 
Intranet skills are a prized commodity 
among an intranet-hungry business commu- 
nity that is starved for such expertise. 

"Any VAR w ith a combination of skills 
in this area is well positioned to take advan- 
tage of an exploding market,” Lloyd said. "I 
think their ability to grow would be infinite. 

"It feels to me like the opportunity that 
was presented when the PC was first intro- 
duced in mainstream fashion hack in the 
1981 to ’82 era. It feels to me — because I 
was in the VAR community at that time — 
like the same challenge; to fill the need for 
expertise in an area that customers simply 
didn't have at that point in lime." 

Owen Sagness. Windows NT Server 
product manager for Microsoft Canada Inc. 
in Mississauga, Ont„ concurred. "For the 
resellers that move quickly, there's the 
opportunity to jump into a market lhal's 
expanding very quickly and to c.stablish 
them.selves as a leader within that market." 

There are huge opportunities in the .ser- 
vice space of provisioning and support for 
intranets, according to Jeff Vogan. business 


“The move towards building intranets is the singie largest 
shift in IT strategies that we believe has occurred in the 
last 20 years." 

— Jinb Lloyd. 
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• 100 to 166 MHz MMX CPU 
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"This system was a great performer on 
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graphics and processor scores." 
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mem inanage\ for Nov eH/Canada 
Ltd. in^urkhum. Oni. and less 

jiafgi D iffnil"l»(iiiMjiinifi|jlliiiriii IB Hill N ‘the 
explained. "V^usiness model is 
shilling more towards seWRs. ^ hear very 
often from resellers that, in many cases, they 
don’t really cure if they sell Ihe hardware 
and software- What they prefer to do is gel 
the consulting — help the customer under- 
stand their business requirements, then 
match the appropriate technologies, then 
implement and manage those technologies. 

“That's certainly where the VAR partners 
can use their expertise and. quite frankly, 
that’s where the margin is,” he added. 

Sagness noted that, during seminars 
he's conducted across Canada, he's discov- 
ered that only between five per cent and 10 
per cent of people say they currently use 
intranets today. However, Sagness quickly 
added that nearly everyone he speaks to dur- 
ing those seminars say they are evaluating 
intranets. "The delta between those who ure 
evaluating and those that have impiemenied 
is very large, which means there's a huge 
opportunity out there." he said. 

In fact, most users are ready to proceed 
building corporate intranets right away, 
according to Vogan. Noveil has conducted a 
scries of road shows across Canada since 
last fall, talking to as many users as they cun 
about intranet technology. Vogan said the 
level of interest has been impressive and 
many customers are beyond the point of try- 
ing to build u business case and are actually 
looking to make the move, he said, 

"In my personal opinion, we're getting 
beyond the point of [companies that ask], 
‘Do we need an intranet?' The answer is. 
‘Yes,’’’ he said. 

Currently there is a huge shortage of 
knowledgeable professionals mudy and able 
to serve a growing demand for intranet skills, 
according to Lloyd, Sagness and Vogan. 


So vendors that provide intranet tech- 
nology are doing as much as they can to help 
VAR.s gain the know-how they need to 
become the much-needed consultants and 
implementors. Cisco and Microsoft are 
among those who are working frantically to 
gel their partners up to speed. 

The greatest barrier to the deployment 
of intranets is the availability of relevant 
technical know-how, Lloyd said, explaining 

“For the resellers that move 
ty to jump into a market that' 

— Owen Sagness. 

that the skill sets for Web-based technology 
are vastly different from those needed in 
mini and mainframe computing or tradition- 
al datubase environments. 

Cisco offers a number of in.siructional 
opportunities through its VAR education 
programs — a chance to learn about how to 
provide the physical infrastructure required 
to support an intranet model of network iraf- 
Rc. The company is also actively involved 
in a program designed to encourage post- 
secondary educators to focu.s on Web-based 
technologies as part of their instruction, and 
to ultimately build a stronger base of up and 
coming industry professionals. Cisco recent- 
ly sponsored a Master of Engineering in 
Internetworking program at Halifax’s 
DalTech College. 

Microsoft provides free Windows NT 
4.0 upgrade training For all NT Server 3.x 
Microsoft Certified Professionals (MCPs). 
Microsoft pays the $200 cost of the training 
while its NT business partner Hewlett- 
Packard reimburses the $150 upgrade cerii- 
ficulion lest. 

"If you’re an existing 3.x MCP and 
you’d like to upgrade to NT 4.0, we will 
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reimburse you if you pass the test." Sagness 
explained. "The reason that this is important 
from an intranet perspective is because NT 
4.0 contains all Ihe base intranet server fea- 
tures from Microsoft, and most of the (certi- 
fication) training focuses on Ihe new 
intranet features in NT Server." 

Novell goes a step further through ini- 
tiatives that Vogan calls "demand genera- 
tion.” During two road show events since 

quickly, there's the opportuni- 
's expanding very quickly.” 


last fall, Novell representatives have spoken 
to approximately 16.000 customers, helping 
them understand what it takes to implement 
a private corporate intranet, what an intranet 
is and what it can do for them. 

“We can't necessarily count on the 
reseller — without the support of vendors 
like Novell — to go out and generate the 
demand From our customers," Vogan said. 
“So it is important that Novell help generate 
the demand and get the customers intere.st- 
ed, help them understand why they would 
want a particular technology and how it will 
affect their busine.ss. 

“There have been numerous occasions 
where a Novell salesperson would go in 
with the reseller partner to meet with a cus- 
tomer and the first words from the customer 
were, ’I attended your show. I'm convinced, 
now tell me what I need."’ 

Vogan charucterized the intranet space 
as a huge and untapped opponunity and said 
there is currently more demand than there is 
ability to meet it. And it is the upper level of 
management where the most interested busi- 
ness professionals reside, he said. Thai 
means VARs who are looking to .sell 
intranets as business tools should speak to 
the concept first before talking technical 
details. 

“If the VAR understands how to clear- 
ly articulate the benefits (of intranets) to 
customers then all Ihe technical bits and 
bytes fall out of that discussion." he said. 
“What I implore partners to do is not start 
the discussion with a customer as a techni- 
cal presentation because what is driving 
(the deployment of intranets) are business 
needs. Start with understanding the busi- 
ness requirements and the bits and bytes fall 
from there.” CO* 

Dan McLean is a Tommo-lyased jounialisi 
who specializes in high lechnolagy reporting. 
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BUSINESS BASICS 


Motivating Your 
Employees For Increased 
Satisfaction And Profit 

By Dougim Gray 



H Do you feel your 
employees are opiimully 
motivated and produc- 
tive? Is there a positive 
energy and synergy in the 
workplace? Do you have 
low employee turnover 
and high morale? If the 
answer is yes to ail these questions, you prob- 
ably don’t need to read further. Whatever you 
are doing, you are doing right. 

Managing employees is cited as being 
the biggest problem for small business own- 
ers. This is because employers very often 
don't know how to handle employees. 
Effectively managing employees is a skill 
acquired through training and practice. If you 
are hiring or managing stuff, you .should 
spend .some time reading and taking courses 
on thi.s topic. By applying some basic princi- 
ples of respect and encouragement in the 
development of each staff member as an 
important individual, you will reap the 
rewards of loyal. Inisiworthy, and dependable 
staff. The following sums up the course on 
human relations (source anonymousl: 

• The six mo.si important words: “/ admit I 
made a mistake." 

• The five most important words: “Yna did a 
good job." 

• The four most important words: “Whui is 
yaur opinion?" 

• The third most important words: "If you 
please." 

• The second most important words: "Thank 


point. In order to accept a position, a person 
needs to be assured that the wages offered are 
sufficient to meet bis/her basic needs for sur- 
vival (food, shelter). 

A person's security needs relate to job. 
Imancial. and health security. These tire most 
often addressed by an employer in a benefits 
package. Examples include: training and 
development, tuition fees for night courses, 
seniority systems, wage incentive plans, prof- 
it-sharing plans, insurance, pensions and 
medicul/dental plun.s. 

Having satisfied the basic and security 
needs, a person then seeks to satisfy social 
needs. Having an opportunity to learn new 
skills, to make suggestions, to interact with 
other staff, to attend staff meetings and be 
called upon for input arc examples or how 
social needs may be met. 

The self-esteem need.s are satisfied by 
promotions, praise and recognition, added 
responsibility, and challenging work. At this 
final stage the employee is working indepen- 
dently. competently, productively, and has a 
.sense of pride in performing at thi.s level. 

A manager's job is to recognize what 
stage the employee is at. and to assist and 
encourage them to progress along the ladder 
to their highest level of capability. Pushing 
too hard may sometimes discourage and frus- 
trate staff who may have a different learning 
pace. Effective use of a variety of motivation 
techniques will foster personal development 
for the employee, and in turn increa.se pro- 
ductivity and profits. 


live you will be as a manager. 

Motivation Techniques 

You can reduce unwanted employee turnover 
and the high cost of recruiting, hiring, and 
training new staff by shifting these costs to 
keeping and developing experienced ones. 
For example, you can motivate an employee 
to increase productivity by providing oppor- 
tunities for career development. At the .same 
lime you have improved the worker's skills 
and .shown recognition of the worker's value 
and aspirations. Also, delegation becomes a 
motivation technique when an employee is 
assigned challenging task, and given the 
authority to see it through completion. Shared 
decision-making is a good management prac- 
tice. whereby employees and management 
suggest ways to solve a problem, and a con- 
sensus decision is made by the group on 
which action to lake. 

Incentives 

There are numerous incentives which an 
employer may use to satisfy a person's secu- 
rity needs. Perhaps the most obvious incen- 
tive I'or employees is a pay increa.se. 

While it is difficult to relate fringe bene- 
fits to employee productivity and job satis- 
faction. an allr.ictivc benefit package will 
coniribuie to the image that your organization 
is a good place to work. This image will 
aiiraci prospective employees, reduce 
employee turnover, and favourably inlluence 
suppliers and customers, (jm 


• The one most important word: ‘‘We." 

• The least important word: 

Hierarchy Of Needs 

Many theorists believe that people have dif- 
ferent need levels in their work environment. 
They progress from one stage to the next, 
although some people "plateau" or stay at a 
certain stage for a period of lime before 
advancing on. 

The basic or survival level is the starting 


Leadership Style 

A leader is one who is in control, lakes chaige 
of a situation, and is decisive. A good leader 
or manager is fair, firm, and consi.sieni, as 
well as flexible. Being flexible doesn’t mean 
thnl you have to change your personality. You 
cun be firm and still be friendly: you cun be 
decisive and still be polite. You can give 
someone more freedom without giving away 
the company. The better you are at knowing 
how in treat your etnployees, the more effec- 


Doiiglas Gray. I.L.B. is a Vancoiiver-ha.sed 
lattyer by /raining, .speaker columnist and 
author of / 5 he.sl-selling hu.sine.ss hooks, plus 
a real e.state software prngmm. His books 
include The Complete Canadian Small 
Business Guide and Home Inc.: The 
Cunadtan Home-Ba.sed Bttsiness Guide (both 
published by McGraw-Hill Ryer.son). and 
Start and Run a Profilahle Consulting 
Bti.siness and Marketing Your I’niduci Ihoih 
published by Self-Counsel Press). 
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Capitalizing On Co-op 


Is your company taking full advantage of the marketing 
funds and programs that are available to you? 

^ * f: 

by David Rosen 


Co-operative advertising funds? At first glance 
it seems an exceptionally good deal. "You 
mean they’ll pay me to advertise?" 

Well, sort of. Introduced over a decade 
ago, co-operative advertising funds were origi- 
nally designed to improve sales, establish brand 
recognition and create interest in the maritel- 
place. These funds are usually offered by large 
manufacturers to resellers who must use the 
money toward advertising of the manufactur- 
ers’ products. Sounds good, right? But just as 
quickly as they were discovered by margin-hun- 
gry resellers, they were dismissed because of all 
the limitations and procedural hoop-jumping 
requited by the manufacturers. Apart from the 
occasional advertisement in their local Yellow 
Pages directory, many resellers found that 
obtaining the money ftom their funds simply 
wasn’t worth the trouble of dealing with manu- 
facturer’s red tape and the convoluted claim 
forms. Besides, the fact that you usually had lo 
spend money to use the co-op funds made these 
programs even less popular. 

A lot has changed over the past decade. 
Many manufacturers have listened lo 
resellers, reworking their co-op programs lo 
be more friendly and usable. 

Manufacturers see co-op programs as a 
competitive advantage; in fact, some 


declined lo be interviewed for this article, 
staling they didn't want to give away com- 
petitive information. 

John Trisic. Hewlett-Packard (Canada) 
Ltd.’s marketing manager for its commercial 
business oiganizalion. explains the compa- 
ny’s co-operative marketing has changed to 
reflect the market. "HP’s 
co-op program is 
designed lo reward and 
incem specific reseller 
performance." he says, 
adding that "it has 
moved away from ihe 
fixed percentage co-op 
John Trisic: HPiewards model to one that adds 
andinremsoericirawice long-tenn value — both 
for the reseller and Hewlell-Piickard." 

HP's markeling and technical support, 
including the company's In-ionch re.seller 
newsletter, dedicated reseller Web sites, lead 
generation and training all cost money and 
are counted as part of HP's co-operative pro- 
gram. Trisic says that HP’s top resellers have 
their own individual company rep whose pay. 
in pan, comes from and as a result of the 
reseller’s activities. 

But co-op wouldn’t be co-op unless 
there was a system of direct financial benefit 


lo incent resellers. The company's markei 
development dollars are parceled out through 
its distributors in a flexible programs. For 
example, minimum quarterly sales of 
$100,000 generate 0.5 per cent into the 
resellers’ accounts, and this percentage can 
grow to 0.75 per cent, depending on sales. 
And, Trisic adds, understanding Ihe program 
can only work to the resellers’ benefit. 

With 10 per cent of the global market. 
Compaq is the world's leading PC maker. 
John Challinor. Compaq Canada’s corporate 
and public relations manager, says the com- 
pany's Markei Development Fund (MDF) is 
one of Ihe reasons behind this success. 

"Every reseller has an MDF account 
thill they can draw from to support their own 
aclivilies." says Chaliinor. "Different 
resellers use the MDF in different ways but 
usually it’s for co-op advertising, staff train- 
ing and relationship-building activities." 
Compaq's program covers things such as 
Yellow Pages advertising, business premi- 
ums .such as speaker gifts, business develop- 
ment activities and other pre-approved activ- 
ities. Bui just because an activity isn’t on its 
pre-approved list, doesn’t mean that Compaq 
won’t fund it, "We'd listen to Ju.si about any 
idea that will make business sense," 
Challinor adds. 

Even IBM. legendary for paperwork, is 
starting to see the light and making its pro- 
grams less burdensome. IBM's Focus 
Program is a series of markeling components 
available for re.sellers based on soft-dollar 
accruals. "The more a reseller sells, the more 
soft dollars there are in their account," 
explains Susan Taylor, spokesperson for IBM 
Canada Ltd. But despite the tlexibiliiy of the 
Focus Program. Taylor claims the paperwork 
is minimal: "it's just a one-page form that 
needs to be compieied." 

Pay aileniion lo your co-op opportuni- 
ties. It may deliver long-term benefits to your 
bottom line. tM 

David Rosen is a Tonmia-based journalisi 
who specializes in high-lecbnoiogy ivpoiling. 
He can he reached at navidYYZ^uoi.cam. 


Get Co-op Working For You 

Althought manulscturers have each designed different co-op systems, the goal of all programs is the 
same: to focus you the reseller on their products and solutions. 

Read the fine print. 

Manufecturers want resellers to use the dollars they have, but they ssy meny resellers miss out 
because they don't even try to understand the programs. 

Keep a tickier fiie of roHout dates. 

Most co-op funds ere time-sensitive, meaning that if money in the funds is not used by a certain date, 
it rolls out of the account — forever. 

Support on-going activities. 

Co-op dotlsrs be used for one-time efforts as well as for reducing expenses relating to on-goirg activ- 
ities such as staff training or even business trips. 

Keep currant with the programs. 

Ask around every so often so you don’t miss anything important. 

Get creative! 

All the manufacturers Interviewed for this article suggest that it’s up to reseller to come up with some 
interesting ways to spend their co-op dollars. After all, it's your money. 
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MARKETING 





Value-added resellers who are looking 
to get out the message about your 
company's particular products and 
services should be aware of some key 
marketing differentiators to this industry. 


By David Eisensladt 


The fundamentals of marketing communications are much the same 
for high-technology companies as they are for any other business 
enterprise. 

But there are several special situations, where you have a bigger 
edge or a greater need than providers of more traditional products and 
services. You ju.st have to know how to tiike advantage of your unique- 
ness. Here are It) generalities about high-technology business opera- 
tion.s that should be considered in your marketing communications 
strategy. Most of them will apply to your company to a greater or less- 
er extent. 

You're the right kind of peopie. 

High-tech firms are among the most desirable corporate citizens; non- 
polluting, generally quiet operations; employers of highly-skilled peo- 
ple (at accordingly higher wagesl; offering the pmmisc of spectacular 
growth potential. The public is generally better dispo.sed to give you a 
positive first hearing than, .say, an environmentally-ri.sky electroplating 
firm or the assembler that is notorious for low wages. 

Product differentiation can be made more 
dramatic. 

Provided you can explain clearly and without confusing jargon how 
your product or service can make a real difference to your customers, 
you'll have a legitimate claim to use words like new in setting it apart 
as something that gets the job done belter than it could have been done 
without you. 

You need to gel that uncluttered message across anyway: no mat- 
ter how technically literate your immediate prospects must be. few 
high-tech vendors can make a sale without convincing the non-techni- 
cal decision-makers who want to know how you can improve the bot- 
tom line. 

Your target publics are generally easy to 
identify. 

Most consumer products' manufacturers devote considerable market- 
ing effort to identifying the right market positioning. High-tech com- 
panies generally sell very specific solutions to very specific problems. 
While others struggle to sell the sizzle, you can concentrate to a much 
greater degree on selling the steak — and you know Just who the like- 
ly prospects are. 

The public is hungry for high-tech market 
intelligence. 

You’ll find a much more receptive public audience when you promote 
your robotics firm if you .supply them with intelligent generic infor- 
mation on how fast the robotics industry is growing. A similar market 
positioning is possible for almost any high-tech message: you can sell 
your solution belter if you show- the dimen.sion.s of the problem. Help 


potential customers them understand what's going on in database man- 
agement, for example, and you’ll be more credible as an innovator 
with your own database product. 

You can humanize your technical know-how. 

High-tech innovators are often young, aggressive and brilliant — Just 
the people the news media likes to see as heroes of tomorrow. A 
knowledgeable communicator should be able to identify human inter- 
est angles in the struggle you and your company have had to gel to the 
forefront of a very tough market-place. 

Public perceptions can be critical to potential 
investors. 

Where many traditional industries can point to fixed assets and 
retiiined earnings to attract investors, high-tech firms often have very 
liitie in plant and equipment to point to. Lenders, corporate buyers and 
investors like to sec recognition within your indu.slry that you’re intel- 
lectually equipped to survive the pace of technological change and 
industry shake-outs. 

You have to draw your resources from a very 
small talent pool. 

Virtually every high-tech business faces a never-ending struggle to 
attract staff with skills critical to its continued operation. A higher pub- 
lic profile will go a long way to convincing the people you need that 
your company is where today’s action is. Thai’s often the deciding fac- 
tor. ahead of salary and benefits packages that are generous enough 
everywhere. 

Your customers want continuing relationships. 

Buyers of high-technology generally want to keep abreast of advances 
in their field. Today’s big contract can mean nothing when your cus- 
tomers look for the next upgrade, unless you position yourself as a 
technology partner they can grow with. That means continuing to 
reach them, even after they've signed the order. They’ll be interested 
in product enhancements before they finish installing the original 
order. 

It's easier to keep abreast of the competition. 

High-tech firms arc invariably competitive, and the rules of the game 
can change overnight. Your customers will be well aware of the .strides 
your competitors are making, and there generally are not very many of 
them. You should lake advantage of these opportunities when you 
develop your own marketing communications program. 

By David Eisemfadl. APR. Fellow PRSA, is a partner at The 
Communicalioivi Group Inc. in Toronto. He can be reached at 
rcglpiin/oiwnp.nel. 
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INDUSTRY PERSPECTIVES 


Are You Fully Servicing 
Your SOHO Customers? 

by Diiivii Klniiih 



Advances in technology have provided cosl-elTective solutions for 
people to run businesses from their home or small oflke environ- 
ments. Helping the SOHO usereflectively sustain their busine.ss is an 
opportunity resellers need to act upon. 

To maximize this opportunity, rc.scllers need to slay educated on 
technological advaneemeiiis and understand how to incorporate them 
into the SOHO user's business solution. The distribution channel, in 
turn, mu.st provide services and education to meet these reseller needs. 


What Really Is SOHO? 

In simple Icmis, the .SOHO market consists of small independent husi- 
nesses with less than 25 employees. Some arc stand-alone with little or 
low MIS resource, and some are branch offices which have larger sup- 

Let's I'oc'us on SOHO customers who don't have access to a cor- 
porate information systems group to look after their operational needs. 
These SOHO users are looking for a ".solution-in-a-box" which can 
provide sharing of resources including phone, fax. printer. CD-ROM 
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and Internet access. These types of solutions provide the basic .services 
that an average small olTice or home office would require. 

However, for certain SOHO users, the basic services are not 
enough to expand their business. They therefore need the expertise and 
education of the resellers lo help them grow. 

The Competitive Drive 

To remain competitive. SOHO users must provide the same level of 
market presence as their large corporate counterparts. One way in 
which they can accompli.sh this is by taking advantage of electronic 
commerce tools through the Iniemel. These tools will provide more 
information in reaching cither a broader audience, or targeting a spe- 
cific group of people more efficiently. Used in conjunction with a Web 
site, these tools can also give your cu.siomers the same global appear- 
ance as their larger counterparts. .Several companies have developed 
new applications to allow SOHO users to create Web pages and data- 
base linkage through simple cut. paste, and fill-in the blank forms. 

U.ses of new and faster lechnology and its eompieinenting appli- 
cations have driven the need for additional bandwidth, security and 
flexibility. These changes have taken place both in the enterprise net- 
works, as well as the SOHO u.ser environment. Today's requirements 
demand that the networks provide the user with interactive nelwork- 
aiiachcd information access. Also, the increased u.se of multimedia 
within applications means that some users can no longer connect 
through a mere 28.8Kbps modem. 

Networking Realities 

Thcie are several vendors that have picked up the slack in this area, 
including telecom providers, or most recently the cable televLsion 
providers. How can .SOHO users possibly keep up with these technical 
requirements when they are more fneused on running their busine.ss'? 

This is the opportunity for the reseller. Resellers must posses.s a 
greater understanding of the wide area communicalion network, which 
includes anything fn>m ihe setup of basic hardware to the vertical mar- 
ket application. Although the SOHO term can imply the use of a small 
LAN, the fact Ls that the connected SOHO workstation is a node on the 
Iniernci — the mother of all neiwork-s. Emerging technologies like X2, 
ISDN. ADSL, cable modems, and remote wireless satellites have 
developed lo meet the.se iieed.s. Resellers need lo respond to these 
changes with the ability to provide consulting services in order to cus- 
tomi/e the SOHO user's environment. 

The Distributor's Role 

Distribution needs In provide die reseller community with the additional 
iiiarkeling and technology services to benefit from this growing market. 
DisuHbuuirs need to lacililale the reseller's ability lo design, implement, 
and mtirkei solutions, via education programs. Cffl 

Dtmn Klinlih i.v iliivclor of lechnohgy nales for Tech Data Camulti 
Inc. Tech Dam offers a SOHO siiminir ami a series of cnm-cotimry 
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The unbeatable 
value-packed Pine 
Multimedia PC 


PINE 4l 

V<DE0/3D SOUND CARD 
BAREBONE SYSTEM 


Seeing is believing! With quality components from the biggest names in the business, you can look no further. 
Pine Multimedia PCs with MMX ' Technology now offer you unbeatable performance at unbeatable prices. 

All Pine .Multimedia PC systems now come with 3D sound and wavetable technology as a standard feature. 
What's more, you can also espect equally unbeatable service and support from Samiack. 
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Come celebrate with us!! 
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Mitsumi multimedia and peripherals. GoldStar. T\'M& Imago monitors. Canon & 
Lexmark prinler.s, fa.\ inodeins by VS Robotics, neliivrk products by AcerOPEN. 
graphics cards by Pine. Matrox & AT! and more... 

Come join in I he celebration and maximize )Hiur profits with .Samiack. 

We welcome reseller inquiries. 


ilCOMDEX 

Canada '97 


Somledi is terlified end approved 
under IheGroni tiigibie 


GEMS lor the supply of computers 
to primary and secondary spools. 


■ 48 hours PC systems order turnerounil lime ■ 48 hours replocemenl policy on most ptoducls ■ Some day pick-up & ilelivery service ■ Dedicoled i 
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WORKING THE WEB 



Whether you’re finally getting your business 
on the 'Net; revamping your Web site, or 
helping a customer build an on-line presence 
— You want to make a splash. Right? 

Should you get out those way-cool back- 
grounds you’ve been saving up? Or fire up 
those up the nifty features in your Web site- 
building programs? Animated gifs? Frames? 
Java? Shockwave? You want it all — this 
.should be the coolest site on the Web. Right? 

Actually, a better aim would be to have 
the most tmdersianJuhle site on the Web. Too 
often, in the rush to put in the bells and whis- 
tles, site-builders make their pages frustrating 
to navigate, sometimes nearly incomprehen- 
sible. and painstakingly slow. Stress the sub- 
stance of your site, as oppo.sed to the style. 

First, figure out what you want to appear 
on the site. Should it serve as a basic on-line 
information source, and instruct customers on 
how to contact you for more information? 
Will there be an on-line list of the items you 
carry? Will you offer newsletters and other 
■fun' things to bring people to the page? 

The informadon you plan to provide is 
the basic foundation of Ihe page. But how you 
present that information is crucial. Two key 
errors to avoid are; trying to put everything 
onto the first page [of oil places, Netscape 
lluii)://hiimt‘.iielsciipe.tom) used to be very 
bad for this): and burying information so fur 
down a chain of links that it becomes nearly 
impossible to find. Note: Microsoft (hup:// 
tvww.micmsoft.com) is still a culprit, in its 
download section, making visits Jump 
through a seemingly endless line of unneces- 
sary hoops before reaching the links to the 
download sites. 

Organize the pages so nearly everything 
is within three or four clicks of the main page, 
without cramming so much information in 
any one area that it becomes unwieldy. 

Simplicity of navigation is truly impor- 
tant. If the site is easy to get around and intu- 
itive. It is easier for customers to find infor- 
mation they will need to make purchu.ses. 
Otherwise, they may get so frustrated that 


they’ll go eisewhere. 

Presentation 

Now that you know what you want to appear 
on the site, and where, you may be tempted to 
Jazz things up a little bit: a wild background 
here; a groovy text color there; and a bunch of 
animated pictures chugging away at Ihe cor- 
ners of the page. 

Too many people, drunk on Ihe power of 
being able to design their own Web sites, cre- 
ate monstrosities that look good if taken as 
modem art, but which are almost impossible 
to read. Backgrounds might overwhelm Ihe 
text on lop of them, or the text color might be 
clashing with the background or disappearing 
into it. Keep in mind, when designing your 
pages for aesthetics, that the color scheme 
may look glorious on your souped-up system 
with billions of colors, but when that same 
page is dropped down to 256 colors, it may 
very well become a mottled mess. And no 
matter what anyone says, bright green text 
will never look all that good on a bright red 
background. If you’re determined to use a 
background, the subtler the better. The point 
is to gel information across, and there should 
be as little interference from non-essential 
parts of (he page as possible. 

Frames are the latest trend. Beware; 
although there are some places where frames 
con be truly beneficial, badly done frames can 
mess things up in a hurry. The two most com- 
mon problems are mis-sized frames (remem- 
ber the Web is a dynamic medium; not every- 
one's screen size is the same!) and Ihe Death 
Spiral (frames within frames within frames 
within...). If it's possible to accomplish the 
same thing without the frame set-up (say. a 
navigadon bar), and the only reason for the 
use of the frame is its “coolness.” simplicity 
should prevail. 

Animated gifs can be good at attracting 
attention to certain pans of ihe page, but 
know when to stop! If the page gels too busy, 
your critical data will get lost or ignored, as 
the potential customer is transfixed by all the 


whirling and blinking lights — much like a 
deer caught in headlights. 

Bandwidth 

Keep in mind that not everyone who will be 
viewing the page has a computer right on the 
backbone of the Internet. You will quickly 
learn that succinctness is a vinue. 

Graphics can still be used effectively on 
a low-bandwidth connection if kepi reason- 
ably small and compressed. Tweak the pic- 
ture quality where possible (a .Jpg can often 
be shrank to about half of its previous size 
with only minimal loss in picture quality). 

On u graphics-intensive page, provide 
an alieraale label for each of the graphics, so 
that people with low-bundwidlh connections 
know what's in a picture box without having 
to wait for all of the graphics on the page to 
download. 

If it lakes five minutes for each of your 
pages to completely come up on your visi- 
tor’s screen, and if all of the graphics on the 
page have to be loaded up for things to make 
any sense — a lot of customers who are too 
fnislraled to wail for the good stuff, or the 
information they need, may be lost. 

Start Small 

Provide the essential information firsl, such 
as how to contact your business (provide both 
electronic means and traditional means). As 
you have lime, add the more specific details 
(product reviews and interesting links, for 
example). Trying to plop out a complex site, 
all at once, can quickly prove overwhelming, 
and parts of the site are bound to suffer. 

What’s important in the end. is the infor- 
mation you're trying to get across to your 
poiential customer. If you can get it to them 
as easily as possible, you’re more likely to gel 
the sale. CCW 

Sean Camithers does H'eb consulling for 
Armchair Airlines Compiiler Sendees fhllp:// 
M'Kw.armchair.mb.ca) in Bmndon. Man. He 
can he reached ai iineiros@armchaii:mb.ca. 
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TECHNOLOGY 



DW, Universal Sena/ Bus, Cardbus, FireWire, Plug and Play — why are these taking so long to really catch on.^ 


by Alan Zi.unaii 


A classic 1960s soul tune by Curtis Mayfield was 
called "A Change is Gonna Come." and perhaps it 
should be our theme song these days. 

A slew of new technologies were promised 
for PCs for 1997 — including DVD disks. 
Universal Serial Bus. and MMX processors. 

Some of these technologies have actually 
arrived, either as a flood or a trickle. MMX 
processors, for example, have pretty much replaced earlier models. As 
predicted. EDO memory is being replaced with faster SDRAM. 

But where, for example, is USB — Universal Serial Bus? 

The computer I purchased last winter has pins on the mother- 
board to uttuch a USB adapter, but I haven’t done that — in fact. I’m 
not sure where I could purchase the parts. Why bother? There aren't 
any readily available devices to plug into it. And yet. USB devices 
were seemingly everywhere at the 1996 Comdex/Fall show. 

Consumers, vendors, wholesalers, and manufacturers are ail 
stuck in a classic ‘chicken-and-egg’ syndrome. Vendors cite a per- 
ceived lack of consumer demand, while consumers are often unaware 
of promised products that aren't yet on the shelf. Of course, it doesn't 
always work that way. When Intel's widely-hyped MMX processors 
didn't make it in time for Chri.stmas purchases last winter, many con- 
sumers chose to wait, and there was a big jump in sales of home PCs 
early in the new year. At the heart of the problem, however, is the lack 
of operating system support. When so-called Class Drivers are built 
into the operating system, as with printers and modems, it’.s simple for 
hardware manufacturers to provide support for new models and new 
technologies. When these are missing, however, each new model 
requires a new driver, created from the ground up. 

So. even though it was announced back in 1995. wide-spread sup- 
port for USB may have to wait for next year, if not longer. The high- 
er-performance FireWire bus may lake awhile before it becomes a 
common feature. Device makers only began to receive long-promised 
support code from Microsoft in April. 

Let’s look ut the status of some of the promised new technologies: 

Plug and Play was promised in 1994 by Intel. It is now support- 
ed by most motherboards and BIOSs. and by Windows 95. but not in 
the current version of NT. For too many users loo much of the time, it 
remains more like 'Plug and Pray.’ New specifications being promot- 
ed by Microsoft and Intel as PC98 will encourage manufacturers to 
drop support for the 1984-era ISA bus. Until ihat happens, and device 
manufacturers fully support it, reliable Plug and Play will remain more 
vision than reality. 

USB, as we've seen, may have to wait until it is fully supported 
by Microsoft in iLs next generation of operating systems. NT 5.0 and 
the next version of Windows 95, currently code-named Memphis. 

FireWire has been slowed down by a desire to push the lower- 
cost USB. and by the lack of even preliminary code from Microsoft. 
Apple has announced support in future Macs. 

Cardbus has been promised as a high-end replacement for PC- 
Cards for notebooks. It too has been slow to catch on. though it'.s avail- 


able on a few high-end models. In part, it's been delayed because there 
hasn't been much perceived need. Its big advantage has been to pro- 
vide support for Fast Ethernet networking, which is not yet a mas.s- 
markel item. As well, it's been hampered by a lack of general operat- 
ing system support, as was the original PC-Card specification, prior to 
Windows 95. 

Until the next generation of operating system releases offers full 
support for the crop of hardware advances promised back in 1 995 and 
1996, there will be only minimal support from device manufacturers 
or computer makers. As Curtis Mayfield wrote, these things arc: "a 
long rime coming... Bn / ! know, a change i.t gonna come" Next month, 
the continuing saga of faster CPUs. tW 

.4lan Zisman is a computer journalist and teacher living in Vancouver. 
He can be reached at a_:isnian^cyhersloie.ca. 
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THE PUNDIT 


Evolutionary Theory: 

The Return Of The 
Threes And Fives 


by Cnieme Benneii 



Thcire's un old saying ihai 
good things come in 
threes. Let's expand on 
that maxim and say that 
the third and fifth ver- 
sions of nearly any prod- 
uct will prove to be the 
best. 

There's plenty of evidence that this is true. 

For one thing, really bad products usual- 
ly don't make it to a third revision, so in a. sort 
of market-driven evolution, only the strong 
survive. And it's widely held among con- 
sumers — espeeially computer hardware and 
software users — that version 1 .0 of anything 
is full of holes and unfulfilled promises — 
the original Apple Newton, for example, or 
Windows 1.0. Of course, the Web era has 
ushered in the increasingly commonplace 
concept of "public beta" releases that theoret- 
ically take the place of the 1 .0 releases of yes- 
teryear, but even "beta” is now a term forsak- 
en by marketing mavens who prefer to term 
their incomplete and not-ready-for-prime- 
time products as "Platform Previews" or 
Preview Releases." At any rale. 1.0 versions 
gel bought by the pioneers who apparently 
like those anows in their backs, inadequate 
support and all the other glitches that come as 
part of the package. Sooner or later, the sec- 
ond version follows, addressing the truly 
grievous problems of the initial release and 
adding "must-have" features. If all goes well, 
the reviewers (notorious optimists that we 
arc) give it the thumbs up and the mass mar- 
ket starts to take notice. 

Now. we have a product with legs, and it 
crawls out of the oo/e. By the time it gets to 
Version 3. it has usually evolved into a versa- 
tile but not yet unduly bloated — nor truly 
sophisticated — product. 

Those products ihiit do make it ptisl the 
third version, unfortunately, often succumb to 
fcaturiiis — if the past is any indication. 

Look at the evidence: 

Who u.scd MS-DO.S 1.0? Version 2.11 


through 3.3 were the versions that mo.sl "early 
adopters" got used to. and it was Version 5 that 
really represented a mature product. Version 4 
of MS-DOS represented a classic misstep: lag- 
gardly pcrfonnance and feature bluut. Version 
5. for the most part, set things right. 

CorclDraw is another good example. 
Version 3 was the first really good one. It 
remained on the market for many years (even 
after Version 4 and Version 5 were availablel. 


Version 4 was. in most users' estimation, 
an overly large box of problems and Version 
3 represented a highly usable version that, 
even today, many shops slick with as their 
choice (we happen to like CorclDraw 7. 
though). The fact that each version of 
CorclDraw usually lakes about five "lixes" to 
get to a reasonably reliable stale is an ancil- 
lary issue we won't explore here. 

Windows, of course, is the classic exam- 
ple. Version 3 (3. 1 in particular! was ihe first 
lime It all clicked, and Version 5 — which, by 
our counting is Windows 95 OSR2 — is 
another solid release. Like many products that 
make it piust their fifth generation. MicrosolTs 
challenge is to add value to Ihe sixth and suh- 
soqueiit versions of its products that make 
them a compelling buy. As we saw with DOS, 
after you've bundled a bunch of extras with 
Version 6,x, there isn't much left to do. 

It is not too much of a gamble to predict 
that Windows NT will follow this mega-pal- 
lem, as version 3.x — the llrsl version to gain 
wide acceptance — finally retiches what we 
think will be its firs! true fruition with Version 
5.0 — plus service pnek whiilever 

Arguably, WordPerfect 5.1 was that 
company's definitive “sophisticated" product 
— especially if you count profitahiliiy and 
market-share. Micro.sofi Word version 6.0 for 


the Mac was a classic example of a 6.0 
release that failed to ciipiure Ihe imagination 
and dollars of users us the previous 5.1 
release had ilone. 

Now, with WordPerfect 8.0, Word 97. 
and all the other “post- Web” word processors 
on the market, perhaps we'll ha\e to come up 
with a theory for eights and nines. 

It is amusing — even when it doesn't 
always work — to think of the ways that 


other technologies evolve in Ihis way. .Storage 
devices, printers, modems. Web browsers. 
CPUs (where, anui/ingly. you can start with 
almost any model and see thal it leehnnlogi- 
cally peters out after three, and is discontin- 
ued or reconslnicled after six revisions) — 
even the careers of famous people often pan 
out this way. 

Look, for example, at the musical careers 
and breakups of the Bcallcs. The Wha. or just 
about any artist who .self-destructed. The third 
period is one of artistic maturation, followed 
by a dark period of dilficulty, followed by a 
triumphant maslerwork — and then, more 
often than not. the system collapses. 

In cases like these, it is best to genenil- 
ize the third, fourth and fifth periods as "gold- 
en age," "dark ages" and "glory days" and so 
on. Using ihis conceptual framework, we can 
iiiiip the pattern to everything from Artisoft or 
Apple Computer to western eivili/aiion in 
general. While you are wise to be skeptical of 
any system that seeks to simplify thal which 
is nia.ssivcly complex, if we take the broad 
view — such mega-paiiems do exist. IC* 

Gniciiif Bciineil is MunuKinsi tiililiir iii The 
Ccm/iiirer Piiper ami is a foniier l ompnler 
ix'seller. Buseil in Vuneoitver. he can he 
reurheil al Keaeine&iep.eti. 



"Arguably, WordPerfect 5 . 1 was that company's definitive 
“sophisticated" product — especially if you count 
profitability and market-share." 
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COMPUTER DISTRIBUTOR SOCIETY 


WCCDS 2nd Annual 
Golf Tournament 

Friday, July 18, 1997 
Mayfair Lakes Golf & country Club 

Join us for an exciting day of golf 8i dinner. Try your luck at a hole in one & win 
a 1997 Mercedes Benz C220 & $10,000 CA$H, or lOO’s of other prizes. 

The tournament is opened to all WCCDS Members, Associate Members & Guests. 

Schedule: 11:30 am Registration 

12:30 pm Shotgun start 

6:00 pm Dinner/Trophies & Prizes Presentation/Lucky Draw 

Entry Fee: Golfer 100.00/person 

Includes green fee & cart, dinner, 

full use of clubhouse facilities and lucky draw. 

Dinner Only 30.00/person ■ 


iiN> niore infopmation, please 
Tel: (604) 278-0708 Fax: (604) 2701)305 


MAJOR IPONIIRS: 



HOLE SPONSORS: 

ViewSonic* 


JJTechOata 


SSSeagate 



= ' S LEASING 


FUllTSU AfzerOPEN SONY Quantum 

Exide DeciPoniGs Ted Nitta & Corpopate INGRAM 

Canada inc. Associates RCG Fopbk Secupity MICRO KOSS TVM 


Epnst & Young Buh Realty 





NEW PRODUCTS 


control, ll uses four AA ballcries with an 
average battery life of one year. 

The VersaPad offers an upward evolu- 
tion from earlier touch sensitive surfaces, as it 
enables "precise cursor control via a fingertip 
or stylus, one-touch pan and scroll captibility, 
a customizable toolbar, and on-the-fly signa- 
ture and graphics capture." 

The VersaPad requires only five to It) 
grams of pressure, to allow effortless cursor 
control, either from a bare or gloved hand or 

For more infomiaiitm on ihe products, 
contact http://www,inierlinkeIec.com or call 
(805)4»4-8855, 


Keyboard and the VersaPad are 
designed to make the operation of com- 
puters easier, more convenient, and 
healthier by making the tasks of enter- 
ing text, choosing menu items and mov- 
ing a cursor more natural. 

The VersaPoinl Wireless Keyboard 
is an 81-key keyboard with an integrat- 
ed touchpad. The keyboard is ideal for 
efforile,s,s Internet browsing, flexible 
text entry and business presentation 



neui 

PHODUCIS 

Interlink Electronics 
offers touch input 

Two ergonomically designed input devices 
have been announced by Interlink 
Electronics. The VersaPoint Wireless 


ChiiiiSoft targets servers 

On June 2, ChililSofi. a Pennsylvania-hascd 
.server software developer, introduced 
ChililASP (Active Server Pages) for Web 
.servers. ChililSofi claims that ChililASP is 
Ihe only software that can run Active Server 
applications on non-Microsoft Wch servers. 

Micro.sofl had pioneered the Active 
Server Pages technology to facilitate intranet 
application development, and ChililSofi has 

"■IchaiiAjp 

able to other Web server soltware platforms. 
Software developers can use common devel- 
opment tools such as VB Script and J-Scripi 
to build reliable intranet applications. The 
new ChililASP could be an important tool for 
making softwaie applications readily accessi- 
ble over Ihe Web, 

Aexording to Charles Crystle, CEO of 
ChililSofi: "Developers can literally copy 
their existing ASP apps over to ChililASP 
and then run Ihe application." 

For more ini'ornialion, check out 
htlp://www. vcrsicom.com/chilisofl or phone 
(847)291-1616. 


MANTRONIC CORPORATION 

450 Alden Road. Unit #11 
Markham, Ont L3R 5H4 
Tel: (905) 305-8668 Fax: (905) 305-8638 


We are the casemen... 

Our factory 
manufactures 
different types 
of computer 
cases, cooling 
fans, removable 
hard drives kits, 
speakers and 
other accessories. 
Company logos on front panel available. 

We also carry: 

• Keyboard and Mouses 

• Power Supply and Cables 

• Mainboard and Video Cards 

• CPU and Memory 

• Monitor and Printers 

• Fax Modems and Sound Cards etc... 

MITSUMI nobiitic^ 

CREATIVE ^ 

Dealers Only 




npyriikM ii uuy 
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Dolch Computer announces mobile products 

June 2 saw Ihe launch of ■ 
products from Dolch | 

( I’liipuicr Systems, suci: 
s PAC MediaMaster. 
ponablc PC based on the 
Intel 266MH/ MMX 
Pentium II. the S.1 Virge 
OX PC) video controller, 
and the Creative Labs 
Vibru 16X audio engine. 

The PAC MediaMaster 
s the latest implenionl.i- 
ion of Dtileh'.s PAC ( Portable Add-In Computer) technology, a cleverly 
designed and robust 'chassis-in-chassis' architecture that allows Dolch 
campuiors to .survive very hostile cnvimnmeius "rroni the biiiilerield to 
the boarilroom." The PAC MediaMaster can be configured with up to 
5I2MB of EDO RAM. up to 90B of SCSI hard drive, and a I6X CD- 
ROM drive. The MediaMaster is a ‘luggable’ eoiiipuier not a notebook, 
in exchange for its heavy weight, it offers six PCl/ISA internal 
expansion slots. 

Visit hltp://vvww.doleh.eoni or telephone (510) 661-222(1. 




imation launches the Tape-it software 

linalion Canada Ine., a subsidiary of (lie .''M spin-off Imalion Corp., has 
launched Tape-il Software, for use with its Travan minicanridge drives, 
which ofl'er backup and restore under Windows .1. 1 and Windows 9.S. 

According to the eompany, by a.ssigning a drive letter to tape 
devices on a user's Windows system, the software allows users to erealc 
a hack up by dragging and dropping files. Tapc-lt lets users store and 
acees.s data on tape eanridges. as they would on fioppy or hard drises. 

For more information, visit hiip://www.imaiion.coni or call 
1-888-466-3456. CM 
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PEOPLE 



Novell’s Marengi resigns 

Novell Inc. lias announced ihe rc.signaiion of 
Joseph Marengi. pre.sideni and chief operai- 
ing officer. 

Marengi served as president since Septem- 
ber 1996, while Ihe company conducted a 
search for a new chairman and chief executive 
off'icer. says Novell. He had joined Novell in 
1989. and has held such responsibilities as exec- 
utive vice-president worldwide sales, and chan- 
nel manugemenl and sales executive positions. 

Novell recently announced it is “realign- 
ing its busine.ss model to bring it in line with 
the realities of Ihe market-place." The compa- 
ny says Us current strategy is to become the 
leading Iniemel/iniranei software provider. 

Eric Schmidt, Novell chairman and chief 
executive officer, will temporarily assume the 
responsibilities of president. 

Sue Miller is new president 
at Compaq Canada 

Compaq Canada Ine. has 
announced .Sue Miller as 
the company's new presi- 
dent and managing direc- 
tor. She is well-known in 
the Canadian computer 
industry as Ihe former 
president of Merisel 
Canada Ine. 

In her new role. 
Miller is responsible for the overall opera- 
tional activities of Compaq in Caniida, includ- 
ing sales, murketing, systems engineering, 
field support, distribution, tliianec, adminis- 
tration. cu.siomer satisfaction and quality. 

She has mnre than LS years of manage- 
ment experience in tlie computer industry, 
including positions us president and manag- 
ing director. Merisel Europe, and senior vice- 
pre.sident. Merisel Inc.; president. Tallgrus.s 
Technologies Canada Inc.; and general man- 
ager and controller. Digitrol Computers liic. 

Now reporting to Miller are: Judy 
Bigelow, munager, human re.sources; John 
Boyle, director, marketing; Ron Hulse, direc- 
tor. channel stiles and development; Gary 
Reid, director, eu.stomer services and training; 
Claudio Silvestri. manager, information man- 
agement; John Sinclair, director, operations: 
Pat Waid. director, natioiiai .sales: and Debbie 
Young, director, finance. 


Epson appoints sales director 

Willowdale. Ont.-based Ep.son Canada Ltd. 
has appointed Jim MandaJa as director, sales 
marketing. He Joined Epson Canada eight 
years tigo. and has helped to develop and 
implemenl both OEM and branded sales slralc- 
gies forCantidu. says the company. 

Mandalu was most recently national sales 
manager. In his new rule, is responsible for 
directing Epson Canada's overall sales and 
marketing programs. 

Seanix president 
wins award 

Seanix Technology Inc.'s 
president and founder 
Paul Girard, recently won 
the Fiiuiiwial Pii-il'a 40 
Underdo Award, given to 
40 outstanding Canadians 
under 40 years of age 
who “liave achieved excellence in Ihc field of 
arts, business or community service." 

Seanix claims 1996 annual sales of just 
under Sl(X> million. The linn'.s main factory in 
Richmond. B.C.. has a monihly production 
capacity of more than lO.lKX) PCs and 50,000 
board-level pnxiiicis. 

Targus appoints manager 
of OEM accounts 

Targus Canada Ltd., ol' Mississauga. Onu, ha.s 
appointed John Steward to Ihc position of OEM 
account manager. He is creating new lines of 
cuslomi/ed carrying cases for notebook com- 
puters, digital cameras, portable printers, hand- 
held PCs and overhead projectors. 

Steward has had a career focused on car- 
rying eases and the luggage industry. In his 
new role, he will expand Targus Canada's 
current OEM business and develop new oppor- 
tunities. says Ihe company. 

Borland appoints executives 

Borland International Inc. has appointed 
Kathleen Fisher, as chief financial officer. She 
brings more than 1,5 years of experience to the 
position, including stints as the former finan- 
cial executive of AST Research Inc. and 
Western Digital Corp. 

Fisher succeeds Paul W. Emery, who has 
left Ihe company. 

Borland has also appointed Richard 
LcFaivre, to chief technology officer, 

l-cFaivrc has more than 20 years experi- 
ence in technology research and management 
at companies such as Viacom Inc.. Silicon 
Grnphies Inc., Sun Microsystems Inc., 
Tektronix Inc., and most recently. Apple 
Computer Inc,, where he was vice-president of 
Apple's Advanced Technology Group. 



JnlyS-ll 

Coflidax/Caeada W 

Toronto 

http://www.comdex.com 

July 21-25 

Object Wetid West 

San Francisco 
http://www, ow.com 

July 21-25 

hitenietWerld '97 

Chicago 
Cali: 1-800-632-5537 
Fax: (203)226-6976 
htlp://www.iworid,com 

JBiy 27-ADg.1 Projeet Softwara 

DevelopMMt IM. 

Intenatioial User Week 

Boston 

http://www.psdi.com 

Sept. 5-10 

$oftweiM97 

Vancouver 
Cost: $995 
E-mail:into@softworld,org 
http://www,sottworld.org/ 

OCL 27-30 

Docamation Caaada 


Toronto 

Cost: $975 (workshops extra) 
E-mail: ofoussard@inlerdoc.ca 
htlp://interdoc.ca/ 


Do you have an upcoming event you'd 
like to see listed in CCWs Calendar? 


E-mail: ccw@tcp.ca. 




Sue Millet 



F’sui Suaid 
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THE LAST WORD 
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with the S' 
most days that I 


I recently traveled to 
Taipei. Taiwan — cer- 
tainly one of the more 
inlluential shows for the 
computer dealer chan- 

Though it lacks sig- 
nificant quantities of 
major resources, the tiny island of Taiwan 
(which is smaller than Vancouver Island), 
located about 100 km off the coast of the 
People's Republic of China, holds 21.5 mil- 
lion people, and is one of the world'.s largest 
manufacturers of computer products. The 
country leads the world in motherboard pro- 
duction, and produces a third of the world's 
notebooks. Significant proportions of the 
world's supply of cases, power supplies, key- 
boards, .scanners and countless other comput- 
er products come from Taiwan. 

The show is held every year at the 
beginning of June, which also corresponds 
r monsoon season. It rained 
IS there. Crank the heal up 
to .10 degrees Celsius and the humidity to 
high and you have a pretty good idea of whui 
It is like in Taiwan. 

Innovalue 

The marketing people for 
Taiwan have coined the term 
innovalue in de.scribe the 
island's approach to creating 
products for the world markets, 
it is a combination of innovation 
and value. Another word combo 
they should consider is eloneverging — a 
combination of cloning and diverging. Many 
Taiwanese companies will lake an exLsiing 
product and rapidly come up with a high- 
quality. lower cost alternative with some new 
wrinkles to the product. 

1 saw numerous examples of this. The 
Paperport scanner, Pilot handheld computers, 
motherboards and Wacom tablets were all up 
lor this kind of treatment. 

The show had very little software on 
display. Out of more than 600 booths, there 
were as few as 28 focusing on software. One 
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vendor suggested that because software 
piracy i.s so rampant in many countries 
along the Pacific Rim. that Taiwan busi- 
nes.scs do not trust putting their efforts into 
a medium that is so easily pilfered. 

The Computes .show is very much a 
show from Taiwan manufacturers to the 
world. Most of the vendors are from Taiwan, 
ihiiugli some Japanese, American and 
European companies show up to try and build 
support for their technologies with the huge- 
ly dominant Taiwanese motherboard manu- 
facturers. 

Major Trends 

The show was good, though lucking in some- 
what lucking in truly innovative products. 
Taiwan's strength has been to focus on spe- 
cific product categories, build expertise and 
then dominate the market. I saw endless vari- 
ants of scanners, motherboards, notebooks, 
tiny monitors, Web TV devices and key- 
boards. 

Canadians Abroad 

One Canadian I did run into was Doug 
Stapleton, formerly of Samsung. He has start- 
ed up his own company to 
ad us agent for Jean moni- 
tors- Jean is, according to 
Stapleton, one of the 
laigest producers of moni- 
tors in Taiwan. They do a 
lot of OEM work and have 
so far avoided the tempta- 
tion of building a brand 
name, Stapleton says the company is setting 
up with a silk-screener in Canada so that 
smaller orders (100 to .500-iype volumes) can 
be processed right in Canada. 

Newton Saves The Week 

My Newton saved my butt on this trip. The 
trip from Vancouver to Taiwan is a 10 to 1 1- 
hour trip. My nolcbmik usually gives up the 
ghost about half way through the Toronlo- 
Vancouver llighl, so 1 did not expect it to 
make it all the way across the Pacific. With 
that in mind. I brought along my Newton 






2000. The 
Newton will last 20 
to 10 hours on four 
AA batteries, 1 was able 
to get a fair bit of work 
done with it. When 1 arrived at 
the hotel. I found that the screen on 
my notebook had gone bad and all I 
had was my Newton to rely on. 

International Dial-Up Service 

I recently signed up for the IBM Net. It has 
one of the most comprehensive log-in net- 
works on a worldwide basis. 1 checked and 
they seem to have offer dial-up numbers in 
more countries than CompuServe or any of 
the smaller ISP startups. One good thing 
about IBM Net seems to be that the company 
doesn't promote it very well, and a.s a result 
the lines arc not always busy. In fuct, 1 only 
had one busy signal in about 20 dial-ups. 

if you are planning extensive overseas 
trips. IBM Net is definitely worth a look. 

(Warning: accessing any lnteme( sites 
with the extension ,tw may be a little slow, 
because the pipes to Taiwan are currently not 
big. The country is making an effort to 
upgrade them, but their telephone company 
runs a monopoly so it may take a while.) 

What's In A Name? 

Taiwan has some big companies, but their 
names don't jump off your lips like major 
Japanese or Korean companies. Tatung. 
Milac. Acer. Umax and First International 
Computer arc some of the biggest. There are 
a number of Taiwanese technology compa- 
nies that make up for their size deficit by 
choosing very unique names. 

Some of the most interesting ones 1 saw 
at the show included: Strong Man 
Enterprises. Song Cheer. Groovy Peripherals, 
Act Attractive Computer. Well Run 
Hardwares, and best of all. Handsome 
Strange International, tl* 

Douglas Alder is Publisher of Canadian 
Computer Wholesaler. He can he reached at 
puhlisbeKifilcp.ca. 


akeRoo 


Disk space a problem? Too many disk drives? Here's the 
solution. Moke Room. 120MB of room. Introducing SuperDisk™ 
and the LS-120 drive. Unlike the Zip’^drive, the LS-120 
drive is compotible with stondard 3.5" disks. So you only 
need one drive, in other words, don't buy a PC without it. 
Coll 1-888-466-3456 or visit www.imotion.com.Or see the 
SuperDisk'" diskette and other LS-120 solutions for notebook, 
desktop, ond add-on drives otCOMDEX’/Canoda '97. 



Face The Future 


The First, 


The Best, The Only 


muJlimedia LCD monitor is ready to blow 
your CRT monitor off the desk! Sceptre’s 
FT15 15” LCD monitor (14.5” viewable) 
is flicker and distortion free, gives off 
ncgligeablc amounts of electrical emis- 
sions and zero magnetic radiation. Com- 
pared with a standard 17” CRT monitor, 
(yes. 17”!) the plug and play FT15 uses 
just one quarter the desktop real estate. 
The FT15 is Sceptre’s fourth generation 
flat panel LCD monitor. With that history 
of engineering excellence, plus the fact 
that Sceptre is an ISO 9001 manufacturer, 
you know that you are getting nothing but 
the best. 

Period. 

Call now to find out how to blast your 
viewing experience into the future. 


800 - 788-2878 

Check out our web site at; 
www.sceplretech.com 




Sceptre's mascot, Brutus, is a Komodo dragon. 
Komodo dragons are on the endangered spe- 
cies list. Sceptre donates a portion of its rev- 
enues to the Center for the Reproduction of 
Endangered Species (CRES). Until August 31 . 
1997. with the purchase of any Sceptre LCD. 
receive a 24" Brutus. Just send in a copy of 
your proof of purchase and this ad along with 
your warranty card. 



EXCELLENCE FOR ALL THE WORLD TO SEE 



